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The following article on the advant- 
ages to the agent of doing business on 
corporate basis, where state laws 
rmit, was prepared by Saul S. Sil- 
erman, New York tax attorney, at 
he request of President Merril P. 

len of Assn. of Advanced Life Un- 
erwriters, general agent at New York 
or National Life of Vermont. Mr. 

en plans to distribute the article 
»o AALU members. It is a more de- 
iled and amplified version of views 
xpressed by Mr. Silverman in The 
‘ational Underwriter of May 30, 1959. 


By SAUL S. SILVERMAN 














A recent revenue ruling (No. 59-17) 
once again focuses our attention on the 
essential tax savings inherent in the 


differential between tax brackets of 
different entities. This new ruling 
opens up entire new areas and possi- 
bilities of tax savings for insurance 
agents which, heretofore, had been 
under a cloud of uncertainty. 


Rapid Ascension Known 


The rapid ascension of individual 
income tax brackets, is common 
knowledge to all taxpayers. As tax 
rates climb the desire to earn income 
that is subject to tax at a lesser brack- 
et increases almost in direct propor- 
tion. This is one of the main reasons, 
historically, for the widespread use of 
accumulation trusts, minority trusts, 
10-year trusts, closely held corporate 
entities, and many other income-split- 
ting entities. 


Tax Lawyer Pinpoints Advantages 
To Life Agent In Incorporating 


Substantial benefits are available to 
a high-bracket insurance agent if he 
can incorporate himself and there are 
present in his operation no cogent 
reasons not to carry on his activities 
in this form. There are many legal, 
practical and psychological advant- 
ages to having a corporation. How- 
ever, the most dramatic reason for 
incorporating an individual is the fed- 
eral income tax savings that may be 
available. 

EXAMPLE: Assume that insurance 
agent “X” is married and has a tax- 
able income of $50,000 (i. e., after all 
exemptions, deductions, etc.). Further 
assume that “X” has incorporated his 
agency (Corporation Y) and the $50,- 
000 of net income is divided equally 

(CONTINUED ON PAGE 16) 








Ordinary Sales 
Set July, 7-Month 
Volume Records 


HARTFORD—July sales of ordinary 
set a new record for the month and 
brought ordinary sales to a _ record 
seven-month total, up 8% according 
to LIAMA. July sales were up 4%, 
for a total of $4,348,000,000. The num- 
ber of ordinary policies sold was 684,- 
000, bringing the seven-month total 
of ordinary policy sales to $4,817,000, 
up 2%. The average size of policies is 
up 5% to $6,100. 

The seven-month aggregate of or- 
dinary sales was $29,381,000,000, as 
against $27,263,000,000. 

July sales of all types of life in- 
surance were $5,492,000,000, up 4% 
and the seven month aggregate was 
$38,741,000,000, up 1%. 

Industrial July sales were $541 mil- 
lion, off 5%, while group life sales, 
{'epresenting new groups only and not 
additions under group contracts al- 
Ang in force, were $603 million, up 

10+ 

For the first seven months, indus- 
trial was $4,040,000,000, up 1%, and 
stoup was $5,320,000,000, off 26%. 


SEC Slates a 
On Variable Annuity 


Corporate Setup 


WASHINGTON—Securities & Ex- 
change Commission has set Sept. 9-10 
a8 the dates for its hearings on applica- 
lons for exemption from the invest- 
ment company act of 1940, recently 
filed with SEC by Variable Annuity 
life and Equity Annuity Life, both of 
Washington D. C. 

The applications for exemption were 
a1 outgrowth of conferences between 
SEC staff members and the two vari- 
able annuity companies, out of which 
“s arisen the belief that the commis- 
Hon will allow setting up variable an- 
luity insurers as single corporations. 
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Push Is On To Beat 
High Cash Value 
Nov. 1 Deadline 


NEW YORK—With the New York 
department’s drastic curb on high 
early cash value policies, scheduled to 
go into effect Nov. 1, some intensive 
sales promotion is going on among 
companies that still write these con- 
tracts. The fact that certain companies 
have withdrawn their high early cash 
value contracts has narrowed the mar- 
ket so much that a few of the others 
have cut commissions drastically to 
keep from getting more than they 
want. 

An example of the intensive solici- 
tation that is going on is the following 
letter from Manager Sam P. Davis of 
Phoenix Mutual at New York. Seek- 
ing business from brokerage and full- 
time agent sources, he wrote them: 


Seeking Only Surplus 


“Please let me emphasize, I am not 
soliciting business at the expense of 
your own general agent or company, 
if you are a full-time company rep- 
resentative—only business you cannot 
otherwise write. 

“The facts are, however, that our 
present minimum deposit contracts, 
are a wonderful buy today for a client 
who can afford $25,000 (our minimum) 
or more. 

“The New York state insurance de- 
partment has set Nov. 1 as a deadline 
for the withdrawal of these plans with 
their present high guarantees. This 
means you have a little over two 
months to offer your large income 
clients an opportunity to apply for 
this policy. 


Calls It Soundest Buy 


“My opinion is that it offers this 
selected market the soundest life in- 
surance buy in the history of the in- 
dustry. Hundreds of top agents and 
brokers have bought it for themselves 
in very large amounts. What better 
proof is in the pudding? 

“We are prepared to furnish ledger 

(CONTINUED ON PAGE 18) 


U. $. Treasurer, 
Alden Palmer To 
Address NALU Rally 


WASHINGTON—Mrs. Ivy Priest, 
treasurer of the United States, and 
Alden C. Palmer, Indiana insurance 
commissioner, are the latest National 
Assn. of Life Underwriters speakers 
to be announced by NALU headquar- 
ters. The meeting will take place at 
the Bellevue-Stratford Hotel, Philadel- 
phia, Sept. 20-25. 

Mrs. Priest will address the NALU 
luncheon Monday, Sept. 21. She will 
speak on U. S. fiscal policy and eco- 
nomic conditions. 

Mr. Palmer, who is also widely 
known as chairman of Insurance R&R 
of Indianapolis, will address the NALU 
past presidents luncheon on Thurs- 
day, Sept. 24. This luncheon is a con- 
vention innovation this year and grew 
out of an increasing desire on the 
part of NALU’s members to honor its 
past leaders. Mr. Palmer will talk on 

(CONTINUED ON PAGE 18 


Predicts Even More 
Drastic Curbs Than 
N. Y. Regulation 39 


AALU Head Says Ease Of 
Circumvention Makes New 
Rules Almost Inescapable 


By ROBERT B. MITCHELL 


NEW YORK—The New York depart- 
ment’s regulation 39 aimed at minimum 
deposit and high 
early cash value 
policies presents no 
problem to the 
“pro” in this field 
but the ease with 
which its intent 
can be avoided 
probably foreshad- 
ows a new and 
much harsher set 
of rules from the 
department, ac- 
cording to Merril 
P. Arden, general 
agent here for National Life of Vermont 
and president of Assn. of Advanced 
Life Underwriters. 

For example, point No. 2 of regula- 
tion 39, which cuts a company’s ex- 
pense margins and hence the amounts 
available for commissions by counting 
as premiums only the gross premium 
less the policy loan does not affect 
loans made through banks to finance 
insurance purchases. 


Department Position Well Known 


Mr. Arden pointed out that since 
the New York department has re- 
peatedly stated that minimum deposit 
plans amount to paying ordinary com- 
missions on what is essentially term 
insurance, it is logical to expect that 
if the same ends are achieved through 
bank loans or other means, the de- 
partment will take whatever steps it 
can to thwart these methods. 

“Since the department spelled out 
this strong position twice in the regu- 
lation itself and once in the preamble, 

(CONTINUED ON PAGE 19) 





Merril P. Arden 





aS tiedetar iy ¥ 
Employes of Atlantic Life have moved into their new, $2.5 million home office 
































at Richmond. The four-story building is built above a three-story parking 
garage and provides 76,000 square feet of working space. Facilities include a 


-.cafeteria off an open terrace and an employe’s lounge. The cafeteria may be 


closed off by sliding doors and converted into a conference room. 








HteNATIONAL UNDERWRITER 


Tells How To Sell In Growing 
‘Pastel-Collar Worker’ Market 


Sales opportunities in the expanding 
middle market, where the former so- 
called blue-collar worker has gradu- 
ated into a “pastel-collar worker,” 
were described by Paul O. Klein, di- 
rector of agencies, at a New York Life 
Star Club meeting this year. A con- 
densed version of his talk follows. 


It certainly isn’t news that in the 
past few years our country has un- 
dergone a fundamental social trans- 
formation. The American working 
man has risen from the blue-collar 
worker, into the ranks of middle class 
or “pastel-collar worker.” 

In 1947, 59% of the families in 
America had annual incomes of less 
than $3,000. Only 14% had annual in- 
comes of more than $5,000. By last 
year, the number of families earn- 
ing $3,000 and under had dropped 
from 59% to 34%—and those earning 
$5,000 or more risen from 14% to 
42%. 

Shouldn’t Be Ignored 

This means there is a new and im- 
portant element in our middle class 
we should not, we cannot afford to 
ignore. In the past this group has been 
looked down on or been pegged as one 
that is difficult to sell. But they are 


in the middle class now—and they 
have the money for life insurance. 

Why shouldn’t they buy adequate 
insurance? They are eager to acquire 
all of the other possessions common 
to the middle class—good homes, good 
cars, money in the bank. Why not life 
insurance? 


The Upgraded Family 


Aided by “Social Research, Inc.” 
statistics, picture with me the work- 
ing class family that has upgraded it- 
self into the middle income bracket 
of between $5,000 and $7,000 annual- 
ly. 

Whether I’m a farmer or member 
of a labor union, I haven’t yet ac- 
cepted the habits and desires of those 
who have had this income for some 
time. Chances are I won’t acquire 
them easily. 

I lack mobility and seli-confidence. 
I have an overabundance of insecurity 
and pessimism. 

I accept the world as it is and have 
little interest, energy or skill to probe 
into anything that isn’t necessary for 
day-to-day living. My wife tends to- 
ward negative thinking also and joins 
me in discomfort when faced with 

(CONTINUED ON PAGE 17) 


Insurance Counsel 
Elect Knipmeyer 
At Miami Beach 


Lowell Knipmeyer of Knipmeyer, 
McCann & Sanders, Kansas City, was 
elected president of Federation of In- 
surance Counsel at the annual meet- 
ing at Miami Beach. He_ succeeds 
George F. Woodliff, of Heidelberg, 
Woodliff, Castle & Franks, Jackson, 
Miss. 

New executive vice-president is 
William A. Gillen of Fowler, White, 
Gillen, Yancey & Humkey, Tampa, 
Fla. Vice-presidents elected were C. 
A. DesChamps, Fireman’s Fund In- 
demnity; Leo Grossman, Progressive 
Mutual; Henry P. MacKeen of Smith 
& MacKeen, Halifax, N.S.; Sidney A. 
Moss, of Moss, Lyon & Dunn, Los 
Angeles; Edmund J. O’Brien, Lumber- 
mens Mutual Casualty; Victor D. 
Werner of Wood, Werner, France & 
Tully, New York; and J. Boone Wilson 
of Black & Wilson, Burlington, Vt. 

Governors are Mr. Woodliff, chair- 
man; Bruce C. Bishop of Folts, Bishop 
& Thomas, Chattanooga; Carroll R. 
Heft of Heft & Coats, Racine, Wis.; 
William A. Porteus Jr. of Porteus & 
Johnson, New Orleans; Ivan Robinette 
of Gust, Rosenfeld, Divelbess & Rob- 
inette, Phoenix, and Robert Rooney 
of Chicago. 





GAMC Card For NALU 
Annual Meeting Set 


Five speakers have been scheduled 
for the management program of Gen- 
eral Agents & Managers Conference 
of NALU at the annual meeting in 
Philadelphia. The GAMC program will 
take place Sept. 21-22, 

According to C. Carney Smith, Mu- 
tual Benefit, Washington, D. C., and 
chairman of GAMC’s program com- 
mittee, “The theme of the GAMC an- 
nual meeting will carry through with 
the background set at the March mid- 
year meeting in Minneapolis. At the 
midyear, our speakers pinpointed 
some of the problems faced by field 
management; at the annual meeting, 
our speakers will tell how to meet 
and overcome those very problems, 
and also point out the opportunities 
for management in the field.” 


Lead-Off Speaker 


Walter G. Gastil, Connecticut Gen- 
eral, Los Angeles, and national chair- 
man of GAMC, will be lead-off speak- 
er and set the stage for the pro- 
gram. Orville E. Beal, executive vice- 
president of Prudential, will be speak- 
er at the luncheon on Tuesday. Title 
of his talk is “A Sales Executive Is a 
Many Splendored Thing.” 

Other speakers on the program will 
‘be Philip F. Howerton, Connecticut 
Mutual, Charlotte, N. C.; Eugene F. 
Hughes, Peoples Life of Washington, 
Newport News, Va., and T. G. Murrell, 
Mutual Benefit Life, Los Angeles. 


Kansas City Actuaries 


Elect Klein President 

Kansas City Actuaries Club has 
elected Oscar Klein, Business Men’s 
Assurance, president. Regina Corco- 
ran, Postal L.&C., is vice-president, 
and Robert Robinson, Kansas City 
Life, secretary-treasurer. 


Massachusetts Indemnity & Life 


has been licensed in Arkansas. 


Harry V. Wade Comments On Dual 


Licensing For Insurance Funds 


President Harry V. Wade of Standard 
Life of Indiana writes: 


The editorial in your Aug. 22 issue 
has finally galvanized me into making 
some comments on the current furious 
debate on life insurance vs mutual 
funds. For a number of months, with 
a great deal of interest and with oc- 
casional indulgence in amusement, I 
have read the statements being made 
on both sides of the question. Many 
of these were made by persons who 
knew nothing about the subject. 

Neither I nor my company purport 
to have all the answers to all the 
questions. Not only have I still a lot to 
learn after approximately 30 years in 
the life insurance business but after 
having been associated with a mutual 
fund as a director for about half 
a dozen years I have even more 
to learn about that field. However, 
I believe that if Standard Life was 
not the first life insurance company 
to own the controlling interest in the 
management corporation of a mutual 
fund we were certainly among the 
first. I therefore seek under the 
“grandfather clause” the privilege of 
commenting on one or two points 
brought up in the above mentioned 
editorial entitled “New Breed of Pro- 
fessional Men?” 

May Be Special Case 

First, I should make it clear that 
the Standard Life salesmen selling 
shares in our advisers fund must be 
members of the National Assn. of Se- 
curity Dealers and it is entirely pos- 
sible that. certain restrictions levied 
upon their activities do not pertain 
to the activities of the salesmen of 
mutual funds who are not required 
to be members of the NASD. I know 
something of the restrictions pertain- 
ing to membership in the organization 
but I don’t know too much about 
what one can otherwise do if they are 
not members. 


I am therefore struck with the 
quotation of the gentleman in the 
editorial when he allegedly states, 
“You need both insurance protection 

. and equity investment protection 

. and for the first time, in one 
scientific package, I can give you 
both.” Almost the first thing that our 
Standard Life salesmen are taught is 
that there can be no “packaging” of 
an advisers fund share with that of a 
Standard Life insurance policy. “Pack- 
age” is a nasty word in this field. It 
is contrary to law, as we understand 
it, to “package” the sale of a mutual 
contract. 

Under the circumstances it would 
be difficult and perhaps somewhat em- 
barrassing to organize a professional 
organization of dual licensees. 

The writer is of the opinion that a 
salesman who has been licensed by 
the insurance department of the state, 
contracted by his life insurance com- 
pany and put in the field and then on 
top of that has been licensed and 
perhaps examined by the securities 
commission, as well as having been 
examined by the National Assn. of 
Securities Dealers is about as thorough- 

(CONTINUED ON PAGE 19) 








mercial Standard Life, president, and D. J. Hundahl, Security L.&A., secretal 


August 29, SI augu 


Texas Legal Reserye 
Officials Meet, Eley 
Severin President 


A clinic on the new federal in 
tax law was the top event at , 
Texas Legal Reserve Officials 
convention Aug. 20-22 in Fort Wort 
The convention, with a registration J 
400, was the largest ever held 
the association. ; 

E. O. Severin, Commercial §tgp;| 
ard, was elected president to sucg.. 
E. J. Reeves, Commercial Travelers 

Other new ofifcers are Ist yi 
president, Tom Robinson, Mid Ame 
ican; 2nd vice-president, G. Charis 
Childre, Texas Continental, ang see 
retary, D. J. Hundahl Jr., Nations 
Security L.&A. 

New directors are P. W. McCang 
Jr., National Investment; Charles ¢ 
Eidson Jr., American Bankers; 7 
Coker, Southern Fidelity, and in 
W. Littrell, Colonial American. 


Steps In Tax Calculation 


The clinic was opened with a sun, 
marized explanation of the new 
law by Henry F. Rood, senior vie 
president Lincoln National Life, wy 
discussed the four phases or steps ij 
the calculation of the tax as (1) th 
tax on net investment income, sini 
lar to that applied since 1921, (2) ; 
tax on 50% of the excess of gain froy 
operations over taxable _ investma} 
income, loosely defined as “unde, 
writing income,” (3) a tax on pr 
viously untaxed underwriting incom 
if used to pay cash dividends 1 
stockholders, and (4) a tax of 254 
on certain capital gains to conform: 
general to the provisions applicable 
other corporations. 

Various specialized aspects of 
law were explored by five panelist 

Frank B. Appleman, Fort Worth a 
torney, discussed the possibility of « 
tablishing that the required proced 
had the effect of taxing the ta 
exempt interest and intercorporate di 
vidend credit despite the prohibiti 
against such an imposition. 

Donald R. McKee, vice-preside 
Girard Life, speaking on reserve ad 
justments for income tax computa 
tions, compared the relative advan 
tages of full net level recalculati 
of reserves with use of the “approxi 
mate rule.” He reminded, “If yo 
choose either method, this continu 
in effect for old and new busin 
each year unless at the consent of 
commissioner of internal revenue.” 

Thomas N. Jenness Jr., Fort Wo 
CPA, answered a series of questi 
expected to arise from the use of 


(CONTINUED ON PAGE 19) 

































New officers 
Texas Legal 
serve Official 


Life, 2nd vie 
president; To 
Robinson, 
American Life, 
vice-president; q 
O. Severin, Com 
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= ie .~ the procrastinating prospect who hates to say “No” and yet who 
iting incom can’t quite bring himself to say “Yes,’”’ perhaps you have said, ‘Next 


ae year I’m going to enroll in the C.L.U. study program.” 


Bees > And. yet at enrollment time somehow you just didn’t get around to 
it, and another year went by without starting on the road toward the 
C.L.U. designation. 








Well, don’t let that happen this year. Make up your mind today to 
become a better, more competent, professionally-oriented life underwriter 
by taking advantage of the C.L.U. study program. Then set your sights 
on following it through to completion. 


You'll get a new perspective, a breadth of understanding and a last- 
ing feeling of confidence and self assurance in your chosen profession. 
Moreover, you'll be quick to find a practical application in what you 
learn to your everyday life underwriting activities. 

So don’t be like the procrastinating prospect. Check with your local 
chapter of the Society of Chartered Life Underwriters today or write the 
American College of Life Underwriters, 3924 Walnut Street, Philadelphia 
4, Pennsylvania for details. 
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FieNATIONAL UNDERWRITER 


Objects To Drawing Similarity Between 
Insurance Investment And Mutual Fund 


Recently, the San Francisco mutual 
fund company, Commonwealth Stock 
Fund, sent its shareholders one of its 
periodic bulletins in which it likened 
a deferred payment on a mutual fund 
program to a life insurance policy that 
was allowed to lapse. After reading 
the bulletin, W. Lawrence Hamilton, 
district agent of Northwestern Mutual 
at White Plains, N. Y., sent off a set- 
the record straight letter to Com- 
monwealth in which he _ objected 
strenuously to the implication that an 
invester’s attitude toward mutual 
funds should be the same as it would 
be towards his life insurance policy. 
A reprint of that section of Common- 
wealth’s bulletin in question and 
Agent Hamilton’s answer to it appear 
below. 


“Commonwealth Stock Fund Share 
holder, Volume 5, Issue No. 3. 

“YOU WOULDN’T LET YOUR IN- 
SURANCE POLICY LAPSE: 

“The average person will go to al- 
most any length before he permits his 
life insurance policy to lapse. Some- 
how he manages to scrape up the 
money to meet premium payments, no 
matter how he has to curtail expenses. 
Yet when it comes to a systematic 
investment program, he too often will 
defer writing the monthly check in 
favor of some current expenditure. 

“We think this is robbing Peter to 
pay Paul. Just because a systematic 
investment program does not lapse 
when a scheduled payment is skipped 
does not mean it should be treated as 
a postponable expense. The purpose 
of an ordinary life insurance policy is 
to create an estate at death to serve 
as a substitute for the loss of earning 
power. A systematic investment plan 
provides a living estate, designed to 
compensate for the decline in earning 
power upon retirement. 


“Living” Estate More Important 


“Due to the market risks involved, 
there can be no assurance of accom- 
plishing this objective, realizing a 
profit, or protecting against loss in 
declining markets. Nevertheless as the 
life span of Americans lengthens, this 
living estate becomes all the more im- 
portant. 

“So the next time you are tempted 
to skip a monthly payment in your 
systematic investing account, think 
twice about it! Both life insurance 


and an investment program are es- 
sential to sound financial planning. 






STATE MANAGER 


Strong midwest company, over 300 millions in force, has need 
for State Managers in lowa, Minnesota, and Indiana. Salary plus 
override on existing field organization plus bonus on new pro- 
duction of men contracted under liberal producing G. A.’s con- 
tract. Must have supervisory and recruiting experience at Agency 
level as unit manager or Agency Assistant. Unusual opportunity 
for advancement. Preferred ages 30-45. 


Central Standard Life Insurance Company 
Founded in 1905 
E. H. Henning, President 
211 West Wacker Drive, Chicago 6, Illinois 
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Neither should be allowed to ‘lapse’. 

Mr. Hamilton’s answer follows: 

“I received my C.S.F. Shareholder, 
Volume 5, Issue No. 3, and have read 
it. I am disappointed in your plea to 
your shareholders not to lapse their 
systematic investment account by the 
article on the last page entitled ‘You 
Wouldn’t Let Your Insurance Policy 
Lapse.’ 


Two Not Similar 


“This article would strongly hint 
that a life insurance program and a 
systematic investment account would 
be similar. They are not, and Com- 
monwealth should not in any way try 
to intimate that one is as good as, or 
the same as, the other. 

“These paragraphs would lead a 
person to think, and I quote, ‘the pur- 
pose of an ordinary life insurance 
policy is to create an estate at death,’ 
and then you go on to say that ‘a 
systematic investment plan provides a 
living estate designed to compensate 
for the decline in earning power upon 
retirement.’ Would you lead your 
shareholders to believe that life in- 
surance does not do both—provide for 
death benefits and for living retire- 
ment benefits? 


Mutual Funds Not As Sacred 


“This entire article would lead a 
person to believe that mutual funds 
are as sacred as and the same type of 
investment as life insurance, with the 
exception that one is for death and the 
other is for living. The next time you 
try to draw a direct comparison, com- 
pare the mutual funds with a stock 
purchase plan. This would be a more 
direct comparison. 

“In the years I have been in the 
life insurance business, I have at- 
tempted to tell my clients that mutual 
funds, as compared to buying an auto- 
mobile, as compared to buying a home, 
as compared to buying life insurance, 
are all different types of investments, 
serving different purposes and 
different needs. 

“These investments are as different 
as night is to day as to purpose, re- 
sults and intent. When we sell life 
insurance, we don’t try to compare it 
to mutual funds. I am sure the mutual 
fund companies would like to have 
their prospects believe that this is as 
safe an investment as life insurance. 

“We, the shareholders of Common- 
wealth, can do without your suggest- 
ing, or even hinting, that mutual 


































funds are an investment anything like 
life insurance. Don’t trade on the en- 
viable reputation of the soundness o 
the life insurance industry to encour- 
age a low lapse rate in your savings 
plans.” 


Plan To Establish 
Springfield Life 


A recommendation to form Spring- 
field Life as an additional member of 
Springfield-Monarch group will be 
submitted to Springfield F.&M. stock- 
holders at a special October meeting. 

With establishment of Springfield 
Life, which will be chartered to write 
both participating and non-participat- 
ing policies, as well as all A&S forms, 
Springfield-Monarch will be able to 
offer complete protection facilities. 
Monarch is incorporated in Massa- 
chusetts where law prohibits a com- 
pany from writing both participating 
and non-participating covers. Monarch 
writes the participating form. 

It has been recommended that the 
new company be incorporated in Ver- 
mont where the law permits the writ- 
ing of both types of life. Administrative 
operations will be conducted at the 
home office. 


ALC Names | Associate 
General Counsel At D. C. 


American Life Convention has named 
Glendon Johnson as associate general 
counsel at the 
Washington office 
under Claris 
Adams, executive 
vice-president. He 
was for four years 
administrative as- 
sistant to U.S. Sen. 
Wallace F. Bennett 
of Utah and since 
January of this 
year has been with 
the Salt Lake City 
law firm of Ray, 
Rawlins, Jones & 
Henderson. A magna cum laude grad- 
uate of the University of Utah, he 
served as editor of the university’s 
daily newspaper and won the National 
Prize Scholarship to Harvard Univer- 
sity, graduating from the law school in 
1952. A member of the Utah bar, he is 
admitted to practice before the U. S. 
Supreme Court. 

While attending the University of 
Utah, he worked in his father’s insur- 
ance office, the elder Mr. Johnson be- 
ing a home office general agent for 
Pacific National Life. A brother, C. I. 
Johnson, is the manager at Salt Lake 
City for Canada Life. 


American Penn Life Will 


Start Operating In Sept. 


American Penn Life of Philadelphia, 
recently granted its charter by Penn- 
sylvania, expects to be in operation 
during September. It will offer a com- 
prehensive portfolio of life and A&S. 
The company plans to offer stock op- 
tions to its general agents in addition 
to a vested commission. Both partici- 
pating and non-participating insur- 
ance will be sold. American Penn has 
worked out a ntmber of novel sales 
ideas to promote growth. Many promi- 
nent Philadelphians are on its board. 


Vulcan In-Force At $140 Million 

Insurance in force in Vulcan Life of 
Birmingham exceeded $140 million on 
July 31. Assets had increased to $4.1 
million. 
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N. Y. Life Promotes 
Many Group Men 


To further implement its regeny, 


announced “total marketing” yf 
gram, New York Life has annoyng,§  stitt 
the following promotions in the mp.) 20,1 
keting department of former groyp 4.) _ stud 
partment field personnel. pani 

William R. Livingston, Assistan: insti 
vice-president of group sales, has ben brea 
transferred to the staff of Vice-ppgf 1,27 
dent Paul A. Norton. Named assista,g the 


vice-president in the home office ; A 


































Forrest E. Huffman, formerly soy} intro 
western regional group manager, 7.) 164 
will work directly under Vice-pre) dipl 
dent Andrew H. Thompson, who jg) the 
charge of the western regions and th: estak 
Canadian division. Also appointed ,.§ comi 
sistant vice-president is Fenwick | assoc 
Crane, formerly southeastern region; Kohl 
group manager. He will assist Vicg, 
president James D. Dunning, who) _J# 
in charge of the eastern regions. _ 
P : the 
Assistant Regional V-Ps nized 
The following men were promot educé 
to assistant regional vice-presidents) “Et 
marketing: 3 could 
William F. L’Heureux, forme; ment 
western regional group manager, wh obser 
will be assigned to the central Pacij,f howe’ 
region; Robert E. Purdy, formerly qf ly in 
tral Atlantic regional group manag LOM: 
who will be assigned to the northes:f only | 
ern region; E. Wade Davenport, ff 2cduil 


merly midwest regional group ma want 
ager, assigned to the north cen} dents 


region; Armor Killingsworth, form functi 
district group manager in Los Angéah f 2 |! 
assigned to the south Pacific regic aia 

ict knowl: 


Clifford W. Johnson, formerly d 
group manager in Chicago, assigne 
to the west central region; Alexand 
M. Logan, former district group ma 
ager in Washington, D.C., assigned i 
the south central region; Donald 
Crouse, former district group ma 
ager in Atlanta, assigned to tt 
southeastern region; William J. Hag semest 
ford, formerly northeastern region life agi 
manager, assigned to the middle ag Insurar 
lantic region. ance. 

To give group sales representativg ton an 
maximum benefit from their mag “State | 
strong contacts with ordinary age§ ‘ures or 


cies, grouv and brokerage offices wig The 
become the responsibility of regiong ce a 
vice-presidents under the new setug 1g tech 
From now on, ordinary agents wi tial inf 
and ma 


be encouraged to seek group lead 
from their clients, group represent ‘he gro: 
tives will have the responsibility ig “ravel 
promoting the company’s entire prog “larifyir 
uct line through their brokerage cug ‘rminir 
nections. The regional vice-presideg !8 the 
will become the field officer resp suranc 
sible for both. Second | 
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Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & & 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CGl 


You may telephone orders collect. 
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otes | LOMA Vistributes 
n Results Of Tests 
; Taken By 11,370 
a Tecenty Life Office Management Assn. In- 
bs “ad titute has cistributed the results of 
in hoe 20 148 examinations written by 11,370 
r Boe =. students in 475 participating com- 
+ o<— anies and organizations. It was the 
1, assi institute’s third consecutive record- 
oa hey preaking year. Papers were written in 
Vice 1,275 examination centers throughout 
~preg.) 1; 
: world. 
7 ome ah total of 1,981 students earned the 
erly we . introductory (course I) certificate, and 
vana SOU 164 qualified for the associateship 
"Views * diploma. Sixty-six became fellows of 
. wie the institute. Since the institute was 
cme pe established in 1932, 16,130 persons have 
polis completed course I, 2,675 have become 
Fenwick J associates, and 968 are now fellows. 
em region: Kohlerman Statement 
assist Vice James H. Kohlerman, educational 
= . bez, director of LOMA, pointed out that 
7 the LOMA Institute program is recog- 
nized to be standard for life insurance 
education of office employes. 
residents “Employes often wish that they 
a could spend some time in each depart- 
x,  formerid ment of the company,” Mr. Kohlerman 
aneuia observed. “In this age of specialization, 
eet) Wel however, such job rotation is frequent- 
ly impossible. In our opinion, the 
LOMA Institute offers employes the 


only equivalent alternative means of 
acquiring the information that they 
want and need. Its courses give stu- 
dents a broad understanding of the 
functions of the various departments 
of a life insurance company, as well 
as an opportunity to secure specialized 
knowledge in specific areas.” 


N. Y. Insurance Society 
Offers Two-Semester 


Estate Planning Course 

NEW YORK—An advanced two- 
semester course on estate planning for 
life agents will begin Sept. 17 at the 
Insurance Society’s school of insur- 
ance. This is an integrated presenta- 
tin and demonstration of the use of 
estate planning—not a series of lec- 
tures or a short seminar. 

The first semester includes insur- 
ance analysis; simplifying program- 
ing techniques; handling the confiden- 
tial information; reviewing the policies 
and making recommendations; listing 
the gross estate for federal estate tax; 
unraveling jointly owned property; 
clarifying the marital deduction; de- 
termining property valuation; apply- 





rice-preside ing the federal gift tax; taxing life 
ficer respi insurance proceeds. 

Second Semester’s Scope 
4, The second semester will review the 


forms of business organizations; solv- 
ing problem of the business owner and 
executive; presenting the key-man 
solution; the partnership buy-and-sell 
agreement; the corporation buy-and- 
sell agreement; comprehending the 
will and utilizing the trust. 

The instructor will be B. William 
Steinberg. He is a general agent here 


wright 
TOCKS 


ualty for Massachusetts Mutual, co-author 

of “Practical Planning—A Work Book 

of Estate Planning For Life Under- 

sau & Cag “titers,” and president of the New 
se York City CLU chapter. 

pei Classes will be on Thursdays from 

uilding 245 to 4:45 p.m. Because of the ad- 

10i8 vanced nature of this course, registra- 

tye cai tin is limited to those who have had 

‘siderable life insurance experience. 

rs collect. tther information may be obtained 

ty telephoning WOrth 2-4111 or by 

a “Siting the school’s office on the 25th 


floor of 295 Broadway. 
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Market Only Partially 
Tapped: Minn. Educator 


Despite their recent growth, insur- 
ance companies have only partially 
tapped their potential market, C. Ar- 
thur Williams, professor of insurance 
at University of Minnesota, states in 
an article in a university publication. 
He sees a vigorous growth for the in- 
surance industry in the next decade. 

In a survey of the rate of growth 
of Minnesota insurance companies dur- 
ing 1947-57, Prof. Williams came up 
with these findings: 

Direct premiums on fire, marine and 
casualty insurance written by Minne- 
sota companies more than doubled 
from $25 million to $60 million. 

Increases in the A&S field for both 
Minnesota and the rest of the country 
were “amazingly rapid.” Premium in- 
come of Minnesota companies in this 
field increased from $2.4 million in 
1947 to $14.3 million in 1957. 

Minneapolis and St. Paul insurers 
write more than 80% of the total fire, 
marine and casualty premium volume 
of Minnesota companies. All but one 
of the domestic legal reserve life in- 
surers are domiciled in the Twin 
Cities, and they write more than 99% 
of the life and A&S premiums of 
domestic companies. 


Murchisons Get Two Places 


On Gulf Life Directorate 


John D. Murchison and Howard R. 
Sluyter of the Murchison Bros. finan- 
cial and investment interests of Dal- 
las have been elected directors of Gulf 
Life. On July 9 Murchison Bros. 
bought 358,701 shares, or 16% of Gulf 
Life stock. 

Mr. Murchison, in addition to num- 
erous other business associations in 
oil and other fields, is president of 
Life Companies, Inc., of Richmond, a 
firm investing solely in life insurance 
company stock. Mr. Sluyter represents 
Murchison Bros. in various invest- 
ments, several of which are in Florida. 
He is aspecially active in their life 
insurance investments and serves on 
the boards of Lamar Life and Atlantic 
Life and is vice-president and treas- 
urer of Life Companies, Inc. 


N. J. Hears Blue Cross 


Commissioner Howell of New Jer= 
sey called a hearing Aug. 25 on a 
Blue Cross filing for rate increases and 
contract changes. 

The requested rate rise is 17.8% 
over-all for group enrollment—12.7% 
for a single contract and 18.5% for the 
family policy. The non-group increase 
sought is 20.5%. The plan also is pro- 
posing a modified comprehensive con- 
tract, reducing benefit days from 120 to 
60, with a rate decrease of 18% from 
the full comprehensive coverage. 


General American Issues New Form 

General American Life has issued 
a checkbook reminder form for use 
by policyholders who pay for their 
life and A&S insurance on the pre- 
authorized check plan. The form will 
be made available to all new check 
plan policyholders and to policyhold- 
ers transferring from another pre- 
mium payment method. The form 
contains a stub which the policyholder 
can attach to his checkbook, with space 
provided for the amount of premium 
to be deducted from the bank balance 
and for the date of each deduction. 


Detroit Life Underwriters women’s 
group has elected Mrs. Mae D. Keene, 
Pension Funds Co., president. 


Many Company 
Dinners Planned 
For NALU Week 


WASHINGTON—Forty life compa- 
nies have indicated that they will 
honor their representatives in attend- 
ance at the 1959 annual convention of 
National Assn. of Life Underwriters 
at receptions and/or dinners. The 
NALU convention will be held in 
Philadelphia, Sept. 20-25. 

Most of the company affairs will 
take place on Thursday evening, Sept. 
25, prior to the gala NALU president’s 
ball. 

From all indications, several hun- 
dred home office officials will attend 
the NALU convention and will be 
hosts at their respective company af- 
fairs on Thursday evening. The list of 
companies sponsoring receptions and 
dinners is as follows: 


List Of Companies 


‘Aetna Life, Bankers of Iowa, Cana- 
da Life, Columbus Mutual, Connecti- 
cut General, Connecticut Mutual, 
Equitable of Iowa, Equitable Society, 
Franklin Life, Guardian Life, Home 
Life of New York, Jefferson Standard, 
John Hancock, Liberty National, Lin- 
coln National, Massachusetts Mutual, 
Metropolitan, Mutual Benefit Life, 
Mutual of New York, National of Ver- 
mont, New England Life, New York 
Life, Northwestern Mutual, North- 
western National, Ohio State, Phila- 
delphia Life, Phoenix Mutual, Penn 
Mutual, Provident Mutual, Prudential, 
State Mutual Life, Sun Life of Canada, 
Travelers, Union Central, United Ben- 
efit, Indianapolis Life, Life of Geor- 
gia, Continental Assurance, Washing- 
ton National, Life of Virginia. 
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Equitable Of Iowa Drops 
High Cash Value Plan 


Equitable of Iowa, in a special bul- 
letin to its agency force, has announced 
that in accordance with the recent 
New York department regulation 
No. 39, it is withdrawing its high 
early cash value $25,000 minimum 
life paid-up at age 95 policy effective . 
Sept. 14. 

“We believe,” the bulletin said, “that 
the New York department has reached 
a decision which is in the best interest 
of the institution of life insurance. In 
our own company, we have avoided 
many of the undesirable features of 
this type of coverage which have 
prompted this regulation. We have 
discouraged the minimum deposit ap- 
proach to sale of the policy, believing 
that in most situations it is not to the 
advantage of either the policyholder or 
the company. 

“We have not had the one year 
term dividend option under which the 
dividends can be used to offset in 
whole or in part the loan against the 
policy sold on the minimum deposit 
basis. We have always carried a ques- 
tion in our application part 1 concern- 
ing the discontinuance of insurance in 
other companies and have attempted 
to give any other company an oppor- 
tunity to conserve its permanent busi- 
ness. We are agreed that this type of 
coverage, with minimum deposit sell- 
ing, which seems to be so inseparably 
attached to it throughout the business, 
is undesirable.” 


Equitable Society reports that new 
paid ordinary life sold during July 
amounted to $14,714,333, an increase 
of 7.5% over the corresponding month 
in 1958. 
















COMMONWEALTH 
LIFE 


INSURANCE COMPANY 


° One of the Natien’s 
" billion-dollar compa- 


nies, with more than 
1000 successful Field- 
e men... in seven states 
° . . . from the Great 
Lakes to the Gulf Coast. 


The Tallest, Finest Office 
Building in Kentucky 
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Untapped 45-Plus Market Can Be 


Cure For Low-Commission Blues 


in this age group are sometimes easier 
to sell and why they represent, in 
terms of effort spent, a relatively high 


While most agents concentrate their 
production efforts on younger mar- 
ried and unmarried prospects, 
older markets—the age 45-plus groups 
—go virtually untouched. In his ar- 
ticle, 
printed here from Connecticut Mutual 
Life’s magazine for agents, Con-Mu- 
Topics, 
tendent of agencies, tells why people 


HeNATIONAL UNDERWRITER 


the 
commission source. 
“An Untapped Market,” re- 

Everyone 


William H. Whorf, superin- 


By WILLIAM H. WHORF 


has observed the trend 
in the life insurance business toward 
lower premiums per thousand and the 
resulting lowering of commissions per 


thousand. This trend is due in some 
measure to a shifting of our business 
from short term life and endowment 
forms to ordinary life and also to an 
increase in the amount of term in- 
surance being sold. 


Solution To Problem 


One good solution to this problem, 
if you need a solution, is to see people 
in a market that is rarely touched. 
It’s a market that will mean much 
higher premiums and commissions per 
thousand sold and a market that will 
provide you with a large number of 





MEETING 





For field management... 


MIDLAND MUTUAL 


Conferences featuring the three big “I’s” 


Midland Mutual’s annual Field Management Conference 
is a key meeting of key people . . . our general agents and 
other supervisory personnel. Our objective is to make this 
session genuinely helpful and rewarding to everyone who 
attends. That’s why we build every Conference program 
around the 3 “I’s”: 


Information . . . giving field management a complete, 
up-to-date picture on Company projects, products and 
plans. 

Ideas . . . on successful agency-building . . . “how-to- 
do-it” ideas supplied by Midlanders who have done it 
and by specialists from organizations like LIAMA. 

inspiration . . . the kind of long-lasting inspiration which 
springs from a strong spirit of team work and fellowship. 


The Management Conference is one of many plus benefits 
enjoyed by the Men from Midland Mutual. If you would 
like to know more, write Charles E, Sherer, CLU, Vice 
President and Director of Agencies. Ask about the 
FOUNDATION BUILDER program for new general agents. 
Midland Mutual has immediate agency openings in Florida, Illinois, Indiana, 
lowa, Kentucky, Maryland, Tennessee and Virginia. Opportunities also 
available in other states. Write Company for full information. 


Serving Personal 
Security Needs Since 1906 





MIDLAND MUTUAL 


LIFE INSURANCE COMPANY 
256 East Broad Street, Columbus 16, Ohio 
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prospects, many of whom haven't 
contacted by an insurance agent for 
years. 

I’m sure you know that I’m refer; 
to the older age group, a large, ever. 
growing group that is ripe for You ty 
see to fill their insurance needs, 


Fewer Contacts 


Here are some statistics that mj; f 
interest you. A recent LIAMA Feport 
“Covering the Market,” notes that 
65% of people between the ages at 
18 and 34 have been contacted by life 
insurance men in the past 18 month 
This drops to 40% in the 45-54 age 
group. Only 34% of people betweep 
the ages of 55 and 64 have been con. 
tacted by life insurance men during 
this 18 month period. 

Another LIAMA report on “Cur. 
rent Life Insurance Buying” for the 
year 1957, points out that the average 
premium per policy for a person § 
or over is $735. This climbs to $9y 
per policy for a person 55 or over 
Compare this with an average pre. 
mium per policy of $262 for a Person 
age 30-39 and $161 for a person aged 
20-29. Furthermore, the cost per 
thousand for insurance is $53 for; 
person 45 or over compared to $19 fy 
the 30-39 age group and $16 for th 
20-29 age group. 


Higher Commission 


I’m sure the message is clear. Dp 
spite the known fact that older peopk 
don’t buy as much _ insurance pe 
capita as younger people, the con. 
missions are so much higher wha 
you do sell them that the effort 
more than worthwhile, and there ar 
many new ways to market insurance 
to this group which are scarcely bein 
used. I’d like to first give you 11 goo, 
solid reasons why you should call » 
older people. Then, I’ll suggest five 
ideas to discuss with this older ag 
group when you do get to see then 

1. Most men in this age bracket 
have their homes paid for and ther 
children’s educations paid for. Mone 
is available for investment purpose. 
As you well know, we offer a ver 
fine investment to a man in this ag 
bracket. 

2. Because children are grown ani 
gone, we also find that the fixed livix 
costs of a family are lower. They don‘ 
have to buy the clothes, the food, or 
provide the medical care that wa 
necessary when their family wa 
growing. This makes more mone 
available than might be apparent a 
first glance. 


Insurability Not So Important 


3. Since many sales will be primar 
ly for retirement purposes in this ag 
group, insurability is not quite so im- 
portant. If you do find a man uninsu- 
able, you have a natural lead-in for? 
discussion of annuities. 
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4. As pointed out earlier, men i 
this age bracket are rarely called 
by other life insurance men. Some af 
them haven’t talked to a life man ft 
five or six years. 

5. These men are facing retiremet! 
in the very near future. A man ast 
55 has just 10 years to go and a ma 
of 50 has just 15 years. Many of the 
men are now seeing other men jus 
a few years older than they who ar 
retired on limited incomes. They # 
seeing the problems faced by thé 
men. It’s pretty tough, sometimes, ” 
talk to a man 25 about retiring at # 
65, but it’s not too tough to talk 10! 
man 55 about retiring in just 10 yea* 

6. Many of these men are complelt 
ly out of social security and face # 
real problem providing for 

(CONTINUED ON PAGE 13) 
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DANIELS REPORTS: 


i aa 


U.S. Life Business 
Methods Are Studied 
Closely By Far East 


There is considerable interest in 
American life insurance methods in 
the orient, accord- 
ing to Arthur C. 
Daniels, vice-pres- 
ident of Institute 
of Life Insurance, 
who has returned 
from a_ six-week 
tour of Japan, 
Thailand and other 
countries in the far 
east. The trip was 
made in response 
to an_ invitation 
from Life Insur- 
ance Assn. of Ja- 





Arthur C. Daniels 
pan and one from Life Assurance Assn. 
of Thailand. En route, he also stopped 
at Manila, where he addressed the Life 


Insurance Executives Assn. of the 
Philippines, and at Hong Kong. 

Life insurance in force has doubled 
in Japan in the last four years, Mr. 
Daniels reports, and even when this is 
related to real values, the coverage in 
that country is still only 50% of what 
itwas before World War II. 


Family Plan Introduced 


“Life insurance is making rapid 
strides in Japan and is contributing 
materially to the rebuilding of the 
social and economic life of that coun- 
try,” he said. “The Japanese companies 
are particularly interested in public 
relations and several companies have 
established public relations depart- 
ments. Changes and modifications in 
coverage, agent training, merchandis- 
ing planning and public relations are 
all the order of the day there as here. 

“The family plan policy is now being 
introduced, both by the companies 
and by the Post Office Life Insurance 
Bureau, which sells through agents. 
Wide interest is expressed in the 
guaranteed insurability rider, though 
it has not yet been introduced there.” 

Credit life insurance, he said, is also 
being seriously considered. Extra risk 
life coverage is of considerable interest 
and should make continued progress 
in Japan in the years ahead, he pre- 
dicted. 


Trend To Straight Life Policies 


As to purchases, Mr. Daniels said 
that in Japan, where money return has 
been the traditional basis of most con- 
tracts and endowments have always 
been the favorite, the current trend is 
from short-term endowments to long- 
term endowments and even to straight 
life policies, under increasing sales 
competition from mutual funds and 
other savings channels. Currently Jap- 
anese agents are closely studying the 
variable annuity, though it also has 
hot yet been introduced. 

Speaking of the young life insurance 


All American L.&C. 


Reports Sizable Gains 


All American L.&C. made good 
over-all gains for the first half of 
1959. Compared with the first six 
months of last year A&S premium 
Was $1,941,501 as against $1,588,982; 
A&S premium earned, $1,707,600 and 
$1,554,530; written life, $34,932,168 and 
$23,941,201; life premium, $1,304,518 
and $731,046; life in force, $96,106,757 
and $53,815,485, 
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business in Thailand, Mr. Daniels re- 
ports that agent training, merchandis- 


ing and public relations are subjects of 


primary concern. 
Time Of Great Change 


“Thai life insurers were much in- 
terested in the American methods of 
selling life insurance, which emphasize 
need and selling the family head 
primarily,” he said. “They, like the 
Japanese, are just emerging from a 
philosophy of the monied contract. 
Also, life insurance in Thailand is 
growing up from scratch at the same 
time that the nation as a whole is 
undergoing a _ great social-economic 
change, rapidly changing from an 
agricultural country to one with for- 
mations of capital and concurrent 
changes in family status. At the pre- 
sent time there are still many self- 
supporting family units with little 
need for life insurance, but conditions 
are changing rapidly there.” 

Mr. Daniels made several lectures to 
life insurance gatherings in both Japan 
and Thailand, in which he covered 
public relations, marketing methods 
and current trends in the United States 
life insurance business. 
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Steady Rise In A&S 
Benefits Noted In 
Institute Analysis 


Benefit provisions in health insur- 
ance policies have been improved 
steadily since 1950, according to 
Health Insurance Institute. In 1951, 
a survey of some 101 companies 
showed that the top daily hospital al- 
lowance offered by 89% of these com- 
panies averaged $8 or less, the insti- 
tute said. Only 5% of those surveyed 
offered a policy paying $10 a day or 
more. 

In 1954, a survey of 186 companies 
disclosed that 72% offered policies 
with hospital benefits of $15 a-day or 
more, some 11% offered policies at 
$20 a day, and 4%, $25 daily or more. 
Only three of the companies surveyed 
that year had a maximum daily hos- 
pital benefit of $8. 

The trend toward more adequate 
daily hospital benefits continued, the 
institute found. A recent review of 
188 companies indicated that 93% of- 


What Else does a Thinking 
Man Think about? 


Weightlessness? The Summit? 


Probably. But a lot of them are also thinking 
about insurance and National Life (over 


8,500,000 policies in force). 


THE 


NATIONAL LIFE 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE NASHVILLE, TENNESSEE 
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fer maximum daily hospital benefits 
of $15 or more. This same analysis, the 
institute reported, showed that, 32% 
of the surveyed companies offer $20 
a day or more, and 17%, upwards to 
$25 a day. In addition, at least three 
companies have policies with hospital 
benefits of $30 a day or more. 

The maximum duration of stay in 
the hospital also has been extended, 
the institute stated. 


Surgical Expenses Broadened 


The 1951 survey indicated that 59% 
offered a maximum of 90 days of hos- 
pitalization a year and 12% offered 
more than 120 days. The 1924 study 
showed 51% offered 90 days and 20% 
offered 120 days or more. The recent 
analysis indicated that about 32% 
would write 120 days or more, and 
18% cover hospitalization up to a year. 

The broadening of benefits in avail- 
able health policies also holds true for 
surgical expense coverage, the insti- 
tute said. Among 183 companies sur- 
veyed in 1954, some 16% offer maxi- 
mum surgical benefits of $300 or more. 
Currently, of 188 companies analyzed, 
72% offer a surgical maximum of $300 
or more. 
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Prevent Twisting 

A CLU in a midwestern city writes: 

In your editorial “More Twisting 
Than Meets The Eye,” in the Aug. 1 
issue, you make some excellent points. 
Peruaps I can add a though: c. two. 
I took over an agency here for the 

Life Ins. Co. in 1949. Its for- 
mer general agent was twisting the 
company’s business to his new 

company. The president of 
company paid me a salary for a short 
time for the sole purpose of conserving 
business. I saved about $2 million of it. 

Of course, the company ob- 
tained Mr. Twister’s business from his 
prior company in the first place. Mr. 
Twister’s pattern for some 20-odd years 
has been to change companies every 
five to seven years, twisting business as 
he goes. He is still operating accord- 
ing to pattern. 

During my conservation work, I col- 


\g. pre A | 


lected many affidavits regarding twist- 
ing and misrepresentation, but to no 
avail. I learned that affidavits, NALU, 
insurance departments and the screams 
of hurt agents mean nothing as long 
as a company is willing to accept busi- 
ness from Mr. Twister. And there is 
no excuse for this. 

It takes very little effort on the part 
of a company to learn about those 
situations which result in business for 
it at the expense of another com- 
pany. Conservation is then a simple 
matter of advising the policyholder of 
the facts. It is strange that most sur- 
render forms do not ask a specific 
question regarding the replacement of 
policies. 

This would be a simple way of un- 
covering twisting activity. In fact, I 
know of applications which no longer 
ask the question, “Does this applica- 
tion replace any existing insurance?” 
The hunger for volume is warping 
clear thinking. As long as there are 
companies that approve of twisting by 
knowingly accepting business that has 
been twisted, the practice will con- 
tinue. 

It is amusing (and tragic) to listen 
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State Life is looking for men who picture themselves “going 
places” as career underwriters, agency managers or assist- 
ants. You can do it, if you’re willing to try . . . and you'll 
operate under one of the most rewarding contracts ever 
offered. State Life’s contract is chock full of features that 
include a lucrative commission plan with retirement benefits 
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NAIC Zone V Meeting 
Set For May 10-12 


Zone V of National Assn. of Insur- 
ance Commissioners will meet at the 
Biltmore Hotel in Oklahoma City May 
10-12. The meeting will be under the 
direction of Oklahoma Commissioner 
Hunt, zone chairman, while arrange- 
ments will be handled by Ralph L. 
Reece, president of Globe L.&A. of 
Oklahoma City, who will be general 
chairman. 





to the loud cries of companies hurt by 
twisting, which themselves obtained 
business by twisting. I wonder what 
their definition of ‘ethics’ would be. 
Do I sound cynical? Perhaps. But don’t 
let it fool you. I love this business and 
I have a profound respect for every 
man and woman in it. In many ways 
we are still in the throes of growing 
pains and immature confusion. 


American United Life’s 
Annual Convention At 
French Lick Draws 300 


Theme of the annual convention of 
American United Life at French Lick, 
Ind., was Success Is Spelled with a 
Capital P, meaning People, Premium 
and Persistency. The 10-day meeting 
was attended by 300, including officers, 
directors and their wives. 

Major changes announced in the 
new rate book were: Adoption of a 
quantity discount system; use of re- 
duced rate for females, and a general 
reduction in the level of gross premi- 
ums. 

Reasons For Success 


President Clarence A. Jackson told 
the agents that the company’s success 
reflects the courage, energy, hard work 
and confidence they displayed. Other 
speakers were Lawrence Leland, man- 
ager of agencies; W. Harold Petersen, 
superintendent of A&S agencies; Sher- 
man M. Jenson, group vice-president; 
Milton Elrod Jr., independent legal 
consultant, and Kenneth Anderson, 
Insurance R.&R. 

Frank E. Sullivan, South Bend, was 
moderator of a 2-day panel on deferred 
compensation. He also won the two 
highest awards as paid volume and 
premium income leader. 

Before the meeting, 92 of the top 
agents and their wives visited the 
company’s new home office in Indian- 
apolis. 


Ohio Legislature Raises 


Home Loan Limit To 75% 


A number of bills affecting life com- 
panies were enacted at the past session 
of the Ohio legislature. One permits 
single home loans up to 75% of actual 
market value, compared with the pre- 
vious limit of two-thirds. Another bans 
the practice of requiring a home pur- 
chaser to take out a life policy before 
granting a mortgage loan. Other bills 
included one to permit credit unions 
to buy group life, and one to allow 





domestic fire companies to invest in 
life stock. 


United Of Chicago Sets Records 


United of Chicago had its most suc- 


' cessful six months of operation in the 


first half of 1959, with the second 
quarter showing an increase of $42,802 
in industrial and ordinary production 
of $15 million. President J. R. Hogan 
attributed these results to a campaign 
to commemorate the company’s 40th 
year, the 75th birthday on Aug. 4 of 
O. T. Hogan, founder and chairman, 
and the 25th service anniversary of 
J. R. Hogan. 
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Iowa GAMA Holds 
Estate Planning Seming 


Forty-five members of Life Ing, 
ance General Agents & Manage, 
Assn. of Iowa attended a seminar a 
State University of Iowa to 
ideas and problems with Specialis; 
in the estate planning field. The 
inar was sponsored by Iowa GAMA iy 
cooperation with the Iowa Center for 
Continuation Study to discuss farm. 
estate planning and formal ang in. 
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formal pensions for small businesse § 


and incorporated farms. 


Speakers included Dean S. G. Wi, S 


ter, college of business administration 
who opened the first session; Pygy 
Clark C. Bloom, assistant director of 
the university bureau of business and 
economic research, who Ciscusse4 
estate planning for the farmer wif 
emphasis on the farm economic oy, 
look, and Prof. John C. O’Byrne, gg. 
lege of law, who described the aq. 
vantages and disadvantages of fam 
incorporation as applied to curren 
trends toward larger operations, 
Russell Hess, vice-president anj 
trust officer of the Merchants Nationa 
Bank of Cedar Rapids, reviewed th 
use of trusts in farm-estate planning 
Luther L. Hill and Wilson Forker 
assistant counsel and superintenden 
of agencies, respectively, of Equitable 
of Iowa, spoke on formal and informal 
pensions for small businesses anj 
incorporated farms. ‘ 


Chicago CLUs Schedule 


Informational Session 


Chicago CLU chapter is conducting 
a general information session for pro- 
spective CLU students Sept. 1 at the 
Field Building. Speakers are Walter 
B. Wheeler, director American College, 
who will be on hand from Philadelphia 
to discuss requirements of the college: 
Robert L. Hoefler, assistant dean cil- 
lege of commerce, De Paul University, 
which offers the CLU review courses, 
and Robert Nathan, Equitable Society, 
Million Dollar Round Table member 
and a recent CLU. 

This is the second of such meetings. 
The one last year drew more than 
125 persons and produced a substan- 
tial increase in CLU review course 
enrollments. Further information may 
be obtained from Co-chairmen Edgar 
D. Tripple, vice-president and man- 
ager life, accident & group depart 
ment, Rockwood Co. agency, and Louis 
S. Terhune, brokerage manager Alford 
agency Prudential. 


Three Midland Mut. Agencies Cited 

Midland Mutual Life is again in 
1959 conducting a year-long manpower 
development campaign among general 
agencies. Scoring is based on net mat- 
power growth in terms of new agents 
placed under contract and the produc- 
tion results of these appointees. Agen- 
cies are divided into three competing 
groups according to the number of 
management or supervisory personnel 
on their staffs. Agencies leading the 
way at the end of the first six months 
were Van Elgort, Beverly Hills, Cal; 
Gandelman, Trenton, N.J., and Ham, 
Summit, N.J. 


Indiana HO Underwriters Meet 

Indiana Home Office Underwriters 
Assn. will meet Sept. 9 in Indianapolis 
Term insurance, driving habits and 
sales persistence will be discussed by 
a panel comprised of John Ballenger, 
American United; Robert Kelly, Great 
Fidelity; James Hobbs, Lafayette Life, 
and Theodore Steele, State Life. 





Edwe 


sales 
Britta 
licatio 
the c¢ 
‘that, 
mana 
in De: 
Jos 
since 
head 
Stamf 
ation 
ing co 


Rick 
Arant 
at the 
variou 
across 
the co: 
becam 
He w 
and a 
ment ¢ 
in the 
six ye 
Mutua 
of Iow 


Rece 
Day] 
at the | 
at Colt 
directo! 
lottesvi 
Newarl 
assistal 
at the | 


Dale 

ager 0: 
succeec 
appoint 
the age 


Presider 
Los An; 
Standar 


Herbe 
director 
Promote 

n w 
David 
compan} 





XUM 


ids 

al a 
SEMIng 
Life Ingy. 
‘4 Manager, 
| seminar a 
2 to dij 

n speciali 
d. The = 
7a GAMA ip 
a Center foy 
ISCuss farm. 
nal and jp. 
1 business, 


S. G. Win. 
ministration 
SS10N; Prot 

director gf 
Dusiness ang 
) discussed 
farmer with 
Onomic out. 
Byrne, ¢gl. 
ed the ad. 
es of farm 

to current 
tions. 
sident and 
nts National 
viewed the 
te planning 
son. Forker, 
erintendent 

»f Equitable 
nd informal 
nesses ani 


dule 
n 


conducting 
on for pro- 
yt. 1 at the 
are Walter 
san College, 
*hiladelphia 
the college: 
t dean col- 
University, 
EW COUTses, 
ble Society, 
le member 


h meetings. 
more than 
a_substan- 
iew course 
nation may 
men Edgar 
and man- 
1p depart- 
, and Louis 
ager Alford 


cies Cited 
; again in 
manpower 
ng general 
1 net man- 
1ew agents 
he produc- 
ees. Agen- 
competing 
yumber of 
personnel 
pading the 
six months 
Hills, Cal.; 
and Ham, 


Meet 
derwriters 
Jianapolis. 
abits and 
cussed by 
Ballenger, 
lly, Great 
yette Life, 
ife. 





August 29, 1959 


Bankers Life & Casualty 

. Edward Condon has been named 
advertising director and Warren Mat- 
tix assistant advertising director. Mr. 
Condon joined the company in 1956 
after several years In advertising and 





Edward Condon Warren Mattix 


sales promotion with Encyclopedia 
Brittanica and Esquire-Coronet pub- 
lications. Mr. Mattix has been with 
the company since May, 1957. Before 
that, he was subscription promotion 
manager for Meredith Publishing Co. 
in Des Moines. dy 
Joseph Parkin, advertising director 
since 1955, has left the company to 
head Mail Talent, direct mail firm in 
Stamford, Conn. He will retain associ- 
ation with the company as a market- 
ing consultant. 


Bankers Life Of lowa 
Richard K. Greer and Donald L. 
Arant have been named supervisors 
at the home office and will work on 
various assignments with agencies 
across the country. Mr. Greer joined 
the company in 1957 at Columbus and 
became agency trainer there in 1959. 
He was formerly a cost accountant 
and a field examiner for Ohio depart- 
ment of taxation. Mr. Arant has been 
in the life insurance business about 
six years with New England Life, 
Mutual of New York and Bankers Life 
of Iowa, all at Bakersfield, Cal. 


State Farm Life 

Recent promotions are: 

Dayle E. Garrett, chief underwriter 
at the home office, to regional manager 
at Columbia, Mo.; Richard A. Nelson, 
director of administration at Char- 
lottesville, Va., to regional manager at 
Newark, O., and William O. Burns, 
assistant actuary, to associate actuary 
at the home office. 


United Benefit Life 


Dale Smith has been appointed man- 
ager of the policy loan department, 
succeeding John Burrell, who has been 
appointed administrative assistant in 
the agency department. Kenneth Lar- 
sen has been named assistant mahager 
of the policy loan department. 


Beneficial Standard 

A. B. Green has been elected assis- 
fant vice-president and associate gen- 
eral counsel, and William B. Dandy 
becomes assistant controller. Mr. Green 
has been counsel at the home office 
since 1956 and Mr. Dandy was vice- 
President of Protective Security Life of 
los Angeles before joining Beneficial 
Standard, 


Old Equity Life 
Herbert F. Higgs, regional agency 
director since December, has been 
Promoted to agency director. He has 
been with the company two years. 
David M. Siegel, who joined the 
‘mpany as an agent at Cleveland in 
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Home Office Changes 


1953, has been appointed general 
agency director. He was director of 
the special service division. 

New assistant agency director is 
Milton Zepkin, who has been manager 
of Tennessee since March. He joined 
Old Equity in 1953. 


United Life & Accident 


Ernest E. Newcombe Sr., secretary- 
treasurer of Peerless Ins. Co. of Keene, 
N. H., has been elected a director of 
United Life & Accident. He fills the 
vacancy caused by the resignation of 
Montague H. Zink. He will serve on the 
executive and finance committees. 

Lawrence C. Patz of the actuarial 
department was elected assistant act- 
uary. Before joining United last Jan- 
uary he was in New York Life’s actua- 
rial department. He is an associate of 
Society of Actuaries. 


New York Life 


Miss Katharine McBride, president 
of Bryn Mawr College, has been elected 
a director of New York Life. She is a 
trustee of University of Pennsylvania 
and the Shipley School and a former 
trustee of Radcliffe College, and has 
served on many educational and sci- 
entific committees, including the 
President’s committee on education 
beyond the high school. She is a 
former chairman of the American 
Council on Education and of the Col- 
lege Entrance Examination Board. 


Gulf Life 


Byon M. Morris has been elected 
assistant agency vice-president of the 
ordinary division. He joined the com- 
pany in 1939 and has been supervisor 
of ordinary agencies since 1955. 


Great National 


Truman C. Ragsdale, formerly as- 
sistant secretary at the home office in 
Dallas, is now in charge of the actuari- 
al department. He has been with Great 
National since 1955. 


California Life 


Frederick O. Shafer has joined the 
company as chief underwriter. He was 
an underwriter of Occidental Life of 
California for two years. 


CROWN NATIONAL LIFE of Indi- 
ana—John McGurk has been named 
board chairman. 


HBA LIFE of Phoenix has appointed 
William H. Hendrickson, former direc- 
tor of research and development for 
United Benefit Life, as vice-president 
and director of agencies. A CLU, he 
began in life insurance in 1946 with 
Equitable Society, going with United 
Benefit at Pittsburgh in 1952 and to 
the home office in 1955. 


, MIDWESTERN UNITED LIFE— 
Ralph D. Clingaman has been ap- 
pointed assistant to the president. He 
joined the company shortly after its 
formation in 1948. 


UNITED AMERICAN LIFE has 
named James B. Parten as director of 
training and superintendent of agen- 
cies. He has been in life insurance 
sales work for nine years. 


NATIONAL A.&H. has appointed 
Robert E. Ambrose vice-president in 
charge of ordinary life. Prior to joining 
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National in 1953, he was with Ameri- 
can Casualty, Prudential and Contin- 
ental Casualty. Since 1957, he has 
been superintendent of the monthly 
and commercial underwriting depart- 
ment. 


NEBRASKA NATIONAL LIFE has 
appointed Ralph H. Doty vice-presi- 
dent and agency director, and has 
elected him to the board. Active in 
agency work since 1934, Mr. Doty 
joined the company on June 16. 


INVESTORS LIFE of Iowa, newly 
formed company, has named Samuel 
E. Orebaugh, who recently resigned as 
chief deputy commissioner of the Iowa 
department, as executive vice-presi- 
dent and manager. He had been gen- 
eral counsel for the department for 15 
years and chief deputy commissioner 
for the major part of that time. The 
home office will be in Cedar Rapids. 


TRANSOUTH LIFE of Columbia, 
S. C., has appointed C. P. Brown 
Jr. director of agencies in charge of 
A&H sales. He was formerly sales 
supervisor of H.B.A. Life, a_ field 


HieNATIONAL UNDERWRITER 


director of Richmond Life and a 
regional manager of Union Bankers in 
Pennsylvania and Delaware. 


BANKERS FIDELITY LIFE—E. F. 
Mauldin of Leighton, Ala., has been 
elected a director. A prominent cattle- 
man, farmer and cotton-ginner, he is 
also president and chairman of the 
Bank of Leighton. Bankers Fidelity 
was recently licensed in Alabama. 


STATE NATIONAL LIFE of St. 
Louis has elected Louis A. Robertson 
of the law firm Alexander & Robert- 
son, president, to succeed the late 
Cornelius J. Shea. Mr. Robertson has 
been a director of the company since 
1945. 





Interstate Life, Houston, Now 
Has $12 Million In Force 

Interstate Life of Houston now has 
more than $2.5 million assets and more 
than $12 million of life in force ac- 
cording to its midyear report. The 
company has also completed leasing 
its home office. The building contains 
some 31,000 square feet, of which 
25,000 is leased. 
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(3) receives favorable tax 


(4) free of money management worries. 
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returns for your clients. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


Baltimore « Boise « Boston e Chicago e Cincinnati * Cleveland e Columbus e Denver 
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Seattle 
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Montana, Nevada, New Hampshire, Utah, Vermont and West Virginia 
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Longer Dollars 


How can you help your client avoid out-living his capital resources 
—a danger that is intensified by increasing life expectancy? 


Sell him a Manufacturers Life Annuity. 


An Annuity gives him an ideal investment. 
(1) annual return he cannot outlive (and 
annuitants live longer). 
(2) return guaranteed; doesn’t fluctuate with the economy. 


Manufacturers Life, a recognized leader in the annuity field, offers 
a wide variety of plans. Our low deposit schedule means high 
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Changes In The Field 


Bankers Life Of lowa 

New agency 
managers are 
George E. Evans of 
a newly established 
unit at Dayton, O., 
and Richard G. 


O’Brien at Eau 
Claire, Wis. Mr. 
Evans began in 


insurance with the 
company in 1955 at 
Columbus, O., and 
was named agency 
supervisor there in 
1957. Mr. O’Brien 
has been with the company since grad- 
uation from University of Wisconsin in 
1949. He succeeds Richard L. Wamsley, 
who has been named manager at Sioux 
Falls, S. D. 

Richard T. Rostvold has been named 
group representative at Minneapolis 
and will be associated with M. B. 
Moore, group field manager at Milwau- 
kee and Robert W. Beck, group repre- 
sentative. 


National Life & Accident 


J. Pat Maxwell has been appointed 
eastern manager of the real estate and 
mortgage loan department. He has 
been with Prudential for 12 years, 
recently as manager of the Nashville 
and middle Tennessee mortgage loan 
office. 





George E. Evans 


Union Central Life 


Seymour Friedman has been named 
to head an additional agency in Chi- 
cago; M. Alvin Sessi has been trans- 
ferred from manager in Syracuse to the 





N. A. Parinello Seymour Friedman 


same post in Pittsburgh; Nick A. Pari- 
nello becomes manager at Rockford, 
Ill., and Miles I. Lihn succeeds Mr. 
Sessi at Syracuse. Mr. Sessi has been 
with the company since 1953. 

Leon L. Dary Jr., formerly assistant 





Miles |. Lihn 


M. Alvin Sessi 


manager at Taunton, Mass., for Metro- 
politan, has been named district man- 
ager in the Providence, R. I., branch 
of Union Central’s Boston agency. His 
territory will include southern Massa- 
chusetts and Rhode Island. 


Valley Forge Life 


Valley Forge Life, a member of the 
American Casualty group, has named 
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the following life brokerage Super. 
visors: 

Carmen LaPorte at Reading, He has 
been with Prudential since 1956, 

Earl A. Kelly at Pittsburgh. He ha 
been district manager of Equitahj. 
Society since 1956 and _joineg the 
company in 1951. Before that he val 
with Hartford Accident & Indemnjy,' 
as a claims adjuster. He became . 
CLU in 1957. , 

Richard G. Meyer at Cincinnati, kk 
has been life brokerage Manager 4 
Occidental of California and befor: 
that was division manager of Pry. 
dential. 


Occidental Of Californig 


J. T. Cullen 
has been appointed 
general agent at 
Springfield, O. He 
was with Pruden- 
tial there for 12 


























years as an agent Rick 

and assistant man- 

ager, and he has 

operated his own h 

general insurance Joh 

agency for a year. aga 
Melvin H. Precht deed 

has joined the J.T. Collen tional 

company as gener- 

al agent at Austin, Minn. He has bee 

an agent and district manager for Equi; N 

table Society for 21 years, the last 1} Har 

at Austin. pointe 
Thomas R. Martin Jr. has N. H., 

named manager of the Chicago office who r 


He moves from Sacramento where } 
had been regional group manag 
since 1952. He joined Occidental ; 
1948. 

Succeeding Mr. Martin at Saer 
mento is James H. Story. Mr. Stor 
joined Occidental in 1953 and has bea) 
at Sacramento since 1957. 

Frank E. Suran, assistant region 
group manager has been transferred 
from Houston to Los Angeles. 

Dan C. Derby Jr., has been appoi 
brokerage manager at Stockton, 
He is joining Occidental after 











years as district agent there for Pm H.C 
dential. 

Earl P. Bossier has been appointe§ general 
assistant brokerage manager at years | 
Francisco. He was formerly wif will cc 
Equitable Society there for five year clients. 

agent, | 
Security L.&A. ge 

Alfred E. Loveland Jr. has bee pany ii 
appointed Portland agency managel§ remain; 
Formerly with Pacific Mutual, went to 
Loveland has been in agency mal jn the j 
agement for six years, specializing i departn 
estate analyses, programing, group 4§ Manche 
business insurance. ers. He 

for two 
State Mutual Life Western 

James L. McKown Jr. has bee 
named manager of the group office 
St. Louis to succeed Bruce A. West§ stan}, 
who has been transferred to the Sta Austin, 
Mutual agency there as managelr. ™§ Little ] 
McKown has been a group agent wil compan: 
General American Life since 1953. R. Cann 

the ordi 
American National os Mr 

New general agents are: : 

Abe Attaway, former district ma 
ager in north Texas, at Denver; Harle 
E. Bergener, with the company for! Field 
years, at Logan, Utah; Alvin Pal tat mo 
manager at Fort Smith, Ark., and wit ford; R. 
the company since 1941, at Colora0! Seitz, M: 


Springs; Louis A. Quan, with wr p 
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since 1937, at San Francisco; Newark; G.F. Dixon Jr., Toledo; J.A. Albany; J.A. Hazlett, Buffalo; H.F. merman, Des Moines; D.L. Dellinger, 
comp ~ Smith at Reno; and Albert McKenzie, Columbia, S.C.; S.R. Mere- Fraser, Hempstead, N.Y.; G.B. Charlotte, N.C.; B.D. Hawkins, Cleve- 
ge an at Wilmington, Del. dith Jr., Richmond, and Eugene Mayer, McCausland Jr., New York; D.K. Hill, land; R.L. Templeton, Norfolk; J.E. 
J.  eeman Weggenman, training Seattle. Charlotte, N.C.; J.A. Broadway, Day- Settele, Hempstead, N.Y.; Raymond 
a t at Clayton, Mo., at Evansville; Agency service representatives pro- ton; D.R. Reynolds, Lubbock, Tex.; Dobbie, Philadelphia; G.W. Fitzpatrick, 
PASE Super. Ser conerd, at Toneka since 1956, moted to field supervisors are G.C. J.T. Knight, Norfolk; C.T. Jarrell, Houston; W.D. Chumney, Richmond; 
fi Tray Davenport, Ta.; Lorrin M. White, Hurst, Birmingham; N.J. Root, Den- Charleston, W. Va.; T.M. Rust, Mil- Eugene Allbrooks, New York; B.L. 
ung. He has a Lake City since 1949, now at ver; W.M. Chittenden Jr. and M.E. waukee, and T.P. Williams, Columbia, Sibley, Dallas; J.E. Cheshier, Houston; 
1956. a Se Falls; J. D. DeSpain, training Mossberg, Hartford; R.W. Butler, Mi- S.C. D.D. Champion, Lubbock, Tex.; D.D. 
rgh, He ha idabo nt at Oakland, at San Jose, Cal.; ami; D.J. Soper, Tampa; J.E. Farney, Agency service representatives ap- Beeson, Des Moines; W.B. Twietmeyer, 
af Equitabj cis, training assistant, at San Wichita; W.G. Logan, Louisville; D.A. pointed are T.W. Flynn, St. Paul; Duluth; R.W. DuPont, Kansas City; 
Joined the) he isco, and R. L. Harrison, succeed- MacLean, Springfield, Mass.; J.W. Pri- D.M. Johnson, Jackson, Miss.; R.A. J.W. Savely Jr., Cincinnati; G.F. Eld- 
that he Was! oo Paris at Fort Smith. sock and G.J. Vollmer, Kansas City; Gilkeson, Charleston, W. Va.; P.L. redge Columbus, O.; R.J. Stewart, 
. Indemnijy | mg E.A. Kimball, Newark; R.E. Searles, Wagner, San Francisco; A.T. Zim- San Diego; W.H. Tyler III, San Fran- 
ise | Washington National 
ncinnati, f; 
Manager of 
and befor. ® € ® 
er of Py. 
Richard M. Lines Gi VUE ham a uit 
has been appointed A 
ifornia general agent at | 


Dallas. He entered 
the insurance busi- 
ness in 1950. 


When you phone 
The Man from Manhattan, 
chances are your problem is over. 





Richard Lines 


Lincoln National 


John V. Gilmour Jr. has been named 
supervisor in the Ulrich-Johnson agen- 
cy at Oakland, Cal. He began in life 
insurance in 1950 with Lincoln Na- 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 





























. T. Cullen tional Life at Oakland. 
He has bee . When You Need Progressive Underwriting on sub-standard 
;, tern Mutual Life ' g g 
ser for Equi Northwes risks Through Age 74 (we issue up to 1,000% mortality 
, the last lj} Harvey C. Clement has been ap- t t 
pointed general agent at Manchester, at most ages). 
‘ea a N. H., bn meee ee Ps Bit pr When You Need Family Income and decreasing term riders 
to where h eee UE. Through Issue Age 64, standard or sub-standard. 
v ideuel When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 
at Sacra standard. 
Mr. Stor) 
nd has bee When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
int regi ‘ : ‘ 
transi children or even if there are no children, and issued 
s. standard or sub-standard. 
na 
cht When You Need a Family Member Rider to 





cover minor children of a widow, widower or 


re for Puf H.C. Clement Vaughn Griffin divorcee without spouse (sub-standard issued 
n appointeg general agent at Manchester and 36 on minor children). 

ger at years with the company. Mr. Griffin 

SE Gude to. serve his personal When You Need a Guarantee of Future Insur- 


ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 


clients. During his tenure as general 
agent, the agency’s insurance in force 
more than doubled. 

Mr. Clement began with the com- 


has bee pany in 1953 in the Griffin agency, available as high as $50,000, standard or sub- 
an ego there until 1958, when he standard, and at very low cost when Level Term 
’ went to the home office as an assistant i i 
ency M™a§ in the induction division of the agency Rider is attached to any permanent Manhattan 
-cializing # department. He is a past president of policy—old or new. 


Manchester Assn. of Life Underwrit- 
ers. He was with Metropolitan Life 
for two years before joining North- 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 











ife western. standard versions. 

has_ bee , 
up office Southland Life 

A. Wes] , Stanley Russ, assistant manager at Better phone The Man from Manhattan 
io the Austin, Tex., has been transferred to 
ao ' Little Rock as manager. With the e 

— company since 1954, he succeeds Guy Camtany 
e 1953. FR. Cannon, who has been assigned to 

the ordinary division at the home of- 

ee ee fined Southiand im 34 INSURANCE COMPANY 
strict mat of NEW York, 
ver; re Travelers 
per ; .| . Field supervisors promoted to assis- Home Office: 111 West 57th Street, New York 19, N.Y. 
“ wil — managers are W.T. Copp, Hart- 
¢ Colorai on R.O. Osteen, Jacksonville; R.C. 

with i tz. Miami, O. N. Harten Jr., Detroit; 


WE. Deswert and L.T. Seely Jr., 
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Billings, Dallas; T.B. Perkins, 
York; J.B. Victery Jr., Houston; D.C. 
Tompkins, Los Angeles; J.M. Shepley, 
Springfield, Mass.; H.H. Waters, Jack- 
son, Miss.; D.L. Jenkins, Hartford; W.F. 
Sabin, Worcester, Mass., and M.J. Gra- 
ham III, Philadelphia. 


Agency service representatives 
transferred are D.R. Lane from New 
York to Brooklyn, and P.E. Wilson 


from Charlotte to Columbia, S.C. 


Manhattan Life 

Devan W. Read 
has been appointed 
general agent at 
Jackson, Miss. The 
agency is in the 
Petroleum  Build- 
ing. Mr. Read has 
been in life insur- 


ance since 1953 
with Mutual Ben- 
efit Life and 


Franklin Life. Be- 
fore that he was 
with the duPont 
company and sev- 
eral other corporations. 





Devan W. Read 


Equitable Society 


Joseph S. Weeks of Milwaukee, Wis- 
consin cashier since 1928 and with the 
company for 41 years, has retired. He 
began his Equitable career as head 
teller in its Boston cashier’s office, 
following which he served in Birming- 
ham, Boston and Milwaukee. 


Sun Life Of Canada 


J. E. Fregeau, unit supervisor at 
Montreal since 1957, has been named 
manager there. He joined Sun Life in 
1956. 


Federal Life 


Peter G. Frederickson has been ap- 
pointed group regional manager in San 
Francisco. 


Prudential 


Paul Potter has been named staff 
manager at the Livonia, Mich., district 
office. 


Connecticut General 


Russell F. Hall, former agent at 
Albany, has been named manager of 






cisco; J.T. Austin II, Hartford; V.W. 
New 


FieNATIONAL 


the newly opened district office at 
Schenectady. 


SECURITY-CONNECTICUT LIFE 
has appointed David J. Robertson re- 
gional superintendent of agencies with 
responsibility for appointing and de- 
in 
central and northern California and in 
Oregon, Washington, Idaho and Ne- 
was with the company as 


veloping new general agencies 


vada. He 
San Francisco manager in 1958. 


PATRIOT LIFE of New York has 
agencies: 
George E. White Jr., Albany; Charles 
Solomon, Inc., Brooklyn; H-K agency, 
Inc., New Hyde Park, N.Y.; Jacob I. 
Treff agency, Flushing, N. Y.; Samuel 
Misrok agency, Brooklyn; Al Bornstein 


appointed these general 


agency, New York City. 


MICHIGAN LIFE—R. C. Garrison 
Associates of Lathrup Village, Mich., 


has been appointed general agent for 
Oakland, Wayne and Macomb counties. 


PACIFIC FIDELITY LIFE has ap- 
pointed Euro F. Eusebi general agent 
in the Long Beach, Cal., area. 





Bankers Natl. Up 36% In July 


For Ordinary Paid Business 

Bankers National Life’s ordinary 
paid-for in July was 36% ahead. Ordi- 
nary for the first seven months totaled 
$31,458,589, up 29%. 

Total new business, including group, 
was $57,155,423 as against $42,873,122. 
Total insurance in force at the end of 
July amounted to $561,550,369, up 
$30,771,911 since Jan. 1. 


Knights Of Columbus Insurance 
In Force Exceeds $900 Million 


Knights of Columbus insurance in 
force passed the $900 million mark on 
Aug. 10, for an increase of $110 mil- 
lion during the previous year and a 
gain of almost $500 million in six 
years. Membership in the Knights is 
more than 1,115,000 in 4,366 councils 
in the United States, Canada, Cuba, 
Mexico, Panama, Puerto Rico and the 
Philippines. 

Massachusetis Indemnity & Life 
has been licensed in Montana.. 

Fidelity Interstate Life has been li- 
censed in Alabama. 
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Interested in additional tax 


savings for your clients? 


OUR SOLE BUSINESS IS THE PURCHASE 
OF MATURING ENDOWMENT AND 
RETIREMENT INCOME CONTRACTS 

MINIMUM PURCHASE $10,600 @ NO LIMIT 


INSURANCE RESEARCH COMPANY 


NEW YORK 5, N. Y. 
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light of 


Mundelein, 


with the employes, and Chicago radio personalities. 


In last week’s issue of The National Underwriter, there appeared an unusy 
full-page advertisement which listed assets of all companies of the “MacArthy 


group.” 





Hayes Joins Davis In 
Opposing Long In La. 

Commissioner Rufus D. Hayes of 
Louisiana has announced he will seek 
succession to that office on the ticket 
headed by Jimmie Davis, former gov- 
ernor, who is opposing Gov. Earl K. 
Long in the primary Dec. 5. Edgar 
Coco, state director of registration, has 
joined Gov. Long’s ticket. 

Other announced candidates for 
commissioner include C. Joseph Blan- 
chard, a New Orleans agent; Harley 
McCall, Lake Charles agent, and Paul 
Tate, city attorney of Mamou. 

Towers, Perrin Open At Atlanta 

Towers, Perrin, Forster & Crosby 
will open an office at Atlanta Sept. 1 
with Joseph W. Satterthwaite resident 
consultant in charge. Mr. Satterth- 
waite has been in employe benefit 
planning for 10 years and with the 
company for seven. 

General American Life reports paid 
ordinary life sales for July were 25% 
higher than those for the same month 
last year. 








H. Bruce Palmer, left, president of 
Mutual Benefit Life, receives the in- 
surance man of the year award of 
Federation of Insurance Counsel from 
last year’s winner, Gus H. Wortham, 
president of American General. The 


award was presented at the federation’s 
annual meeting at Miami Beach. 





French Students Tour Home 
Office Of Bankers National 


Ten French students, visiting the 
United States through the Experimenj 
in International Living, toured the 
home office of Bankers National Life 
to learn the fundamentals of the life 
insurance business. 

The Experiment in _ International 
Living program aims at giving for 
eigners a true picture of American 
life by having each visitor live witha 
U. S. family for several weeks. The 
French students are staying in home 
in Montclair, N.J., site of Bankers Na- 
tional’s home office. 


Bankers Of lowa Sales 30% Ahead 

New business of Bankers Life of 
Iowa in July amounted to $55,800,780, 
an increase of more than 30% over the 
same month last year. Ordinary was 
up more than $7 million to $36,021- 
166. Group, up nearly $6 million, 
amounted to $19,779,614. Production 
for the first seven months amounted 
to $306,391,851, an increase of more 


than 26%. Total in force reached $-§ 


465,866,460 by July 31. Of this, $1,921; 
983,528 was ordinary and $1,543,882- 
932 was group. 


Calhoun Life Has 16.3% Increase 

Calhoun Life of Columbia, S.C., had 
a 16.3% increase of business in the 
first six months of 1959. Ordinary life 
in force increased 16.9%; weekly and 
monthly premiums rose 11.3%. The 
company does business in South Care 
lina only. 
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‘ 
$ INSURANCE FILING SYSTEMS, 
¢ OUR SPECIALTY SINCE 1919: 
@We were the originators of Two-Way and! 
$ Three-Way Tang Folders, made especially, 
efor Application permanent record files. Mir 
® also have Transparent Policy Jackets. Som, 


eples of folders and jackets with price 


© sent on request. 


r) 

H. B. McClure Mfg. Co. ° 
2302 West Glen Ave. 
Peoria, Illinois 

We sell direct to Insurance Companies ¢ 


John D. 
thur, resident Unt 


Life é 
Casualty, Congry. 
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Untapped 45-Plus 
Market Is Hailed 
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upporting the widow (often, there is 

e problem of helping to support the 
parents), and there is no place to turn 
put to life insurance. 

7, The degree of success of these 
men is certain. By the time he is 45, 
, man is either well-off financially 
or he is not. The “haves” are obvious, 
bnd the “have nots” are equally ob- 
jous. It’s easier for you to select a 








in fquality prospect in this age bracket 





han it is to measure the chances of 


.f, man’s success at 25. 
annual 
office em. 
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ry Bank 
he Macar. 
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8, Here’s a short but important 
int. These men are more inclined 
10 be available during the daytime 
interview doldrums in which you often 
Hind yourself. 

Opportunity For Service 


9, There is an excellent opportunity 
for you to perform service work for 
people in this age category. Many of 
em have policies that they original- 
iy bought purely for reasons of pro- 
ection. Perhaps you can set up change 
of plan clauses, re-do settlement op- 
ins or simply give yourself some 
sod practice in the important area 
of service work. 

10. Many of these men are sure to 
have large amounts of accumulated 
dividends on older policies. These 
dividends could almost certainly be 
reinvested in new retirement plans. 
cu know what it means when you 
find a man who has a large dividend 
accumulation and is in a mood to in- 
vest it. 

ll. If your client has been so suc- 
esful that he has no _ retirement 
problem, then he probably has an 
state problem—and those are nice to 
alk about also. 


Presenting Ideas 








We've given you the reasons why 
en in the 45 and over age group are 
good prospects for you. The problem is 
0 find a way to approach them—to 
frouse their interest and to help them 
derstand the very sensible reasons 
or buying life insurance at this age. 
Many of these men think of life in- 
surance only as protection. This fact 
makes it doubly important that you 
have good ideas to talk about, ideas 
hat will convince them that life in- 
furance is more than protection—it’s 
B sound investment for a man ap- 
proaching retirement. 

Here are five ideas to give you 
es food for conversation when you 
ontact these people. 

1. “Mr. Johnson, you’re 55 years old. 
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Do you think that you could invest 
4,000 a year in the stock market, re- 
five a guaranteed appreciation of 
1%, so that at the end of ten years 
tu would have $60,000 of capital 
value, and that you could invest that 
0,000 at 6% to produce an income 
if $3,600 a year? And, could you main- 
that investment so you would 
bot have to use part of that capital 
or income?” 

Probably one out of 1,000 investors 
nthe stock market could achieve this 
“al even in good times—so at best, 
our prospect’s chances are very poor, 
— he may come far below 
Yet, the surprising thing is, your 
Ider client can invest $4,000 annually 
n a retirement income endowment 
Md achieve the same monthly income 
"ased on the 1959 dividend scale and 
lerest rate, to be considered as neith- 


er guarantees nor estimates for the 
future). Just $25,000 of retirement in- 
come at 65 will bring hira the equi- 
valent of this same performance at the 
stock market. And remember, his 6% 
earned on his securities is entirely 
taxable depending on his income from 
other sources. 


Tax One-Fourth Or One-Third 


The Connecticut Mutual Life in- 
come would be taxed only one-fourth 
or one-third depending on the way he 
chooses to receive his money. Com- 
pare the rates for the RIE at 65 and 
the retirement annuity and you will 
find some amazing information. You 
will find that the $25,000 of life in- 
surance that he buys will, over a 10- 
year span, cost only $187 more than 
would the annuity when you consider 
this on the basis of total net pay- 
ments. Therefore, if he’s uninsurable 
for life insurance, he can accomplish 
the same result through the purchase 
of a retirement annuity! 


Retirement Incomes Rare 


2. You can talk to your prospect 
pretty strongly in terms of having to 
do something now about retirement; 
it is no longer optional. Retired men 
must have incomes and the Twentieth 
Century Fund tells us that the pos- 
session of a retirement income is a 
rare accomplishment. You should ask 
your prospect what his plans for re- 
tirement are. 

Does he plan to sponge off his child- 
ren? Does he plan to put his wife to 
work or to work himself until he drops? 
Or, does he plan to start invest- 
ing in what you have to offer him and 
be free and happy in the sunset years? 
Remember this: Your client no longer 
has an option. It’s compulsory that he 
take the way out that you offer if he 
wants to be independent. 

3. “Mr. Johnson, you have three 
children. What plans have you made 
for ravid estate accumulations for your 
own retirement and for distributing 
that estate to your widow and to your 
children upon your death?” What an 
avenue of service and sales this ap- 
proach will open! Your prospect is 
at an age now where he’s got to think 
about these things. Again, he has no 
choice. If he wants to salvage some- 
thing out of his life’s work in his at- 
tempt to build an estate, he’s got to do 
it now. 


No Protection Under Social Security 


“Mr. Johnson, I don’t know how 
familiar you are with the social se- 
curity act, but has it occurred to you 
that since your children have grown 
and gone, you have no protection un- 
der social security until you reach age 
65? Perhaps it might be a good idea, 
Mr. Johnson, if we sat down, exam- 
ined your current life insurance hold- 
ings and made sure that they are 
pronerly arranged to do two things. 

First of all, they should provide 
your widow with an adequate income 
so that she won’t have to live with 
yovr children. and secondly, we must 
make sure that your life insurance 
estate is going to vrovide adequate 
retirement benefits for you at age 65.” 

What are we looking for here? 
You’re looking for an opportunity to 
change plans to do a broad over-all 
service job and to have an opportunity 
to sell some high premium retirement 
insurance to our prospect. 


Estate Conservation 


4. The old estate conservation idea. 
“Mr. Prospect, do you have any idea 
as to what slice local, state, and fede- 
ral taxes will take out of your estate 
on the day of your death? Do you have 
any idea what the expenses will be 


LIFE INSURANCE EDITION 


St. Louis GA To Be 
LIAMA Consultant 


L. B. Leach, formerly general agent 
at Kansas City for Connecticut Mutual, 
has joined LIAMA 
as a consultant in 
the company rela- 
tions division. A 
former Westing- 
house sales engi- 
neer, Mr. Leach 
entered life insur- 
ance in 1950 with 
Connecticut Mu- 
tual at Kansas 
City. He became a 
supervisor there 
the following year 
and general agent 
in 1953. 





L. B. Leach 








in settling this estate? I’m here to, 
offer my services in helping ycu to} 
determine these facts, and to deter- 
mine the best method for you to ac-| 
cumulate the money to do this job! 

5. If Mr. 55-Years-Old is a grand- 
father, what a chance to talk to him 
about the greatest gift in the world he | 
can give to his grandchildren! Get! 
out your rate book and look at that! 
fabulous product—the “Jumping Juve-| 
nile!” How would you, Mr. Life In-| 
surance Salesman, like to be paying 
$9.40 per $1,000 at age 35 for life in- 
surance? Let’s assume you are age} 
35, and your grandpappy had had the, 
opportunity to buy you an insurance | 
builder when you were one year of, 
age. Do you realize that you’d only' 
be paying $9.40 per $1,000 for $5,000, 
worth of life insurance, $47 a year, : 
and that you’d have a cash value al- 
ready of around $1,600? How would 
you like it if your grandpappy had, 
bought you three units of the insur- 
ance builders, so that you were get- 
ting $15,000 of life insurance for a pre- 
mium of $136 a year? You have nearly 
$5,000 in cash values, and we haven’t 
even mentioned dividends! 


Wonderful Product 


It’s easy to see that we have a won- 
derful product to sell to people in the 
over 45 age bracket. Let’s stop think- 
ing of life insurance solely in terms 
of protection values for the younger 
man. I have listed a few of the eror- 
mous variety of applications of life 
insurance to the problems of men over 
45. 

Doesn’t it make sense to develop | 
this market? These people have fluid} 
assets. They have very definite needs | 
that must be met and met in the very. 
near future. They are rarely called on| 
by life insurance men. And, inciden- 
tally, you can have the knowledge 
that you are doing a great service for | 
people by providing them with the; 
life insurance protection that they, 
need and may not be able to provide’ 
for when “tomorrow” comes. 


Sheraton Hotels To Offer 
Credit Card Travel Cover 


Sheraton Hotel credit card facilities 
will be available to independent agents 
and brokers selling a new travel rolicy | 
written by Beneficial Standard. Shera- 
ton is the first hotel operation to in- 
clude travel insurance in its credit 
card plan. The policy will be sold on 
an individual basis, with accidental 
death benefits ranging up to $120,000 
and medical expense to $5,000. | 





| 
| 
| 
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Jehn B. Senders Jr., Lake Charles, 
La., regional manager for Franklin 
Life, led all other company managers 
in regional expansion during July. 
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2025 GLENWOOD AVENUE 
TOLEDO 2, OHIO 
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HeNATIONAL UNDERWRITER 


Editorial Comment 


Convention Budgets Can Be Balanced 


THE NATIONAL UNDERWRITER’S June 
27 account of the annual meeting of 
International Assn. of A&H Under- 
writers mentioned the ingenious ar- 
rangement for financing the conven- 
tion that was worked out by the gen- 
eral chairman, Robert W. Osler, vice- 
president of Rough Notes Co. The re- 
turns are now in, and it can be said 
that the plan was as successful as it 
was ingenious. 

The problem facing the convention 
committee was that although they 
were operating with a tight budget so 
as to hold the registration fee as low 
as possible and still keep up the qual- 
ity of the program, the major con- 
vention expenses would have to be 
taken care of before the major con- 
vention income—i.e. registration fees 
—was available. 

As an agents’ association, IAAHU 
was reluctant to ask for company 
contributions. Therefore, the commit- 
tee decided to approach all Indiana 
life companies and all Indiana casu- 
alty companies writing A&S, asking 
that each company lend the conven- 
tion committee $100, which the com- 
mittee would undertake to repay in 
full, but which it would be obligated 
to repay only pro-rata or not at all if 
convention net receipts should not 
permit full repayment. 

Out of 46 companies so approached, 
exactly half responded with checks for 
$100. These contributions made the 
difference between success and real 
trouble, for, as Chairman Osler said, 
“Without their support we _ simply 
could not have operated.” 

At one of the dinner sessions, the 
official representative of each of these 
cooperative companies was given of- 
ficial recognition and a round of ap- 
plause. 

It is possible now to report that 
these companies also got something 
more than recognition and applause. 
Every one has been repaid its $100 loan 
in full. 

More than that, the convention 
committee refunded the money of all 
who sent in advance registrations but 
did not show up, even though the 
registration blank stated that there 
would be no obligation to make re- 


funds to those who had not cancelled 
by June 8. And in spite of that, the 
ccnvention had a nice margin of profit 
left over to add to the association’s 
treasury. 

This fine financial record was made 
possible only by the strictest kind of 
control over every type of expendi- 
ture. For example, Chairman Osler 
personally scrutinized every expend- 
iture by any of the subcommittees 
and insisted on no appropriation be- 
ing made without his personal author- 
ization. 

At the same time there was no 
skimping on essentials. Expenses even 
included $10,000 fidelity bonds for 
Mr. Osler and the committee treas- 
urer—the only two persons author- 
ized to sign checks—and $250,000 per- 
sonal liability and $5,000 property 
damage coverage for individual mem- 
bers of the committee in case some 
registrant should bring suit for injury 
or damage. 

Many other conventions of course 
are operated within their budgets, 
but it is encouraging to have this 
specific example as proof that it is 
quite possible to put on a financially 
sound convention by organizing it 
properly and using business sense in 
expenses and financial operations. If 
Mr. Osler can find the time to write 
a manual on how to conduct an out- 
standingly successful convention on 
an economical basis, it should have a 
sale comparable with those of his oth- 
er published works.—R.B.M. 





Personals 


Ralph R. Lounsbury, chairman of 
Bankers National Life, has been ap- 
pointed to head the life insurance 
division of the finance committee of 
Eisenhower Exchange Fellowships, Inc. 
The committee has the responsibility 
of raising through voluntary contribu- 
tions the funds that make possible the 
exchange fellowships provided by the 
program. Under this program, a con- 
siderable number of well educated and 
influential young people from many 
nations have had the privilege of pur- 
suing advanced studies in various 


U. S. institutions while at the same 
time an equal number of well qualified 
U. S. citizens have had the privilege of 
pursuing studies in the home countries 
of these foreign students. 


John B. English of Chicago, who was 
recently promoted to Great Lakes re- 
gional manager of the Springfield- 
Monarch companies, and Mrs. Macie 
Schwerling of Cincinnati were married 
at Highland Park, Ill. Mrs. English is 
executive vice-president of the Isle of 
Capri restaurant at Southgate, Ky., 
and owner and developer of Macerama, 
a new housing development in Cold 
Springs, Ky. 


Eric A. Johnston, a_ director of 
Massachusetts Mutual Life and presi- 
dent of the Motion Picture Assn. of 
America, has received the Grand Serv- 
ice Cross of the Order of Merit of the 
Federal Republic of Germany, West 
Germany’s highest award. It was pre- 
sented by Lord Mayor Willy Brandt 
of Berlin at a ceremony in Berlin City 
Hall. The citation stated that Mr. 
Johnson performed “especially meri- 
torious services on behalf of the Fed- 
eral Republic of Germany” and that he 
made an outstanding contribution to 
better relations between the Federal 
Republic and the United States and to 
‘the cause of peace throughout the 
world. 





Deaths 


GERALD A. L’ESTRANGE, 64, vice- 
president at Los Angeles of Universe 
Life of Carson * 
City, Nev., died. In 
his 39-year insur- 
ance career, Mr. 
L’Estrange was 
best known during 
his days as vice- 
president and 
agency director of 
Wisconsin Nation- 
al. He entered in- 
surance in 1920 as 
an A&H claim ad- 
juster. He was 
with the Old Abra- 
ham Lincoln Life for a number of 
years and later was with Washington 
National before going with Wisconsin 
National in 1936. Later Mr. L’Estrange 
was with Capitol Life of Denver and 
United American Life of Denver before 
he went with Universe Life, an affil- 
iate of Illinois Commercial Men’s Assn. 

Mr. L’Estrange was widely known 
in both the A&S and life fields as a 
member of committees of American 
Life Convention, LIAMA, Insurance 


G. A. L’Estrange 
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August 29, ied cust 
Economics Society and the old 
Underwriters Conference. Hy i 


JOHN L. GILLSTRAP, 54, Chigggpeath \ 
manager for Occidental Life of Calif, pid dri 
nia, died there in "hy and 
Henrotin Hospital. niury- 
A native Iowan, - ack SI 
upon -~__ graduation 4 r,, Kal 
from Drake Uni- rity 
versity in 1926 he 
joined the Iowa in- 
surance depart- 
ment as an exam- 
iner, becom- 
ing chief examiner 
in 1931, a post he 
resigned in 1934 to 
become agency 
secretary for Guar- al, A 
anty Life of Davenport. When Og In 
dental acquired Guaranty in 1937, Boyen < 
was appointed division manager jp hance C 
midwest. Chief 

Mr. Gillstrap was named manager ig mendn 
Occidental at Minneapolis in 19 bracts i 
going to Chicago as manager in {jbyrance 
following naval service. Active jp jj Houbt 
insurance organizations, he had serybroup 2 
as a director of Chicago Assn. of ]j hoverag 
Underwriters. ked ’ 

DR. NORMAN B. COLE, 73, mai 
cal director, secretary and a directs In ad 
of Baltimore Life, dations, 
died at Nantucket, 
Mass., after a brief 
illness. A gradu- 
ate of Harvard 
medical school, he 
entered private 
practice in 1920. 
He joined Balti- 
more Life in 1943 
as associate medi- 
cal director, be- 
coming medical di- 
rector and secre- 
tary in 1948. Dr. 
Cole wrote books on blood pres 
and rheumatism and was author @..: 
the official Boy Scout pamphlet 
the first aid merit badge. He send tis 
also as medical director for two wat 
Boy Scout jamborees. In 1955, he wd a 
chairman of the medical section ¢ Mstion | 
Americar Life Convention. Howeve 


ROBERT E. WHITE, 47, generging busi 
agent for Bankers National Life gning in. 
Bloomfield, N. J., died at Mountainsi 
Hospital, at Montclair, N. J. afte $People 
long illness He became a general age 
for Bankers National in 1949 aguoves 
having been with the company § People 
years moved i 


CHARLES D. HIGH, 41, agent 
Cincinnati for Penn Mutual, was kill 
last week while driving to his offi 
His automobile ran off Madison Ro 
and collided with a lamp post. k 
High joined Penn Mutual in 1940. La 
he took over the operation of 
Donald G. High & Son general in 
ance agency on the death of ! ita 
father. He retained his Penn Mutu 
connection and won a number ofl 
insurance production awards. 


JOHN R. BUHR, 55, district magWashing 
ager at St.Louis of Metropolitan Liffthe attai 
died there of a heart ailment. He wamary sale 
a past president of Manager's Asgspeaker 
of Metropolitan Life, St. Louis lgptatler | 
Underwriters Assn. and St. Log! Leith. 
General Agents & Managers Assn. 


JOHN E. MILLET, 52, vice-presii@f 
and cashier of Louisiana Life, died hetna 1; 
Veterans Administration Hospital ampaigr 
New Orleans. bremium. 


JOHN DANA EDMISTON, 15, #191350 0 
of Henry H. Edmiston, vice-pres#@and grou 
Kansas City Life, died as a result ment wa: 
an automobile accident. He “fer. The 
thrown onto an asphalt drive Wie year 
an open sports car in which he Wfies, 
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overturned in the driveway 
" See Mission Hills Country Club. 
neath Was instantaneous. The 16-year 
jd driver and two other passengers, 
f and 16 respectively, escaped serious 
iyry. The latter, James Smith and 
ack Smith, are sons of M. R. Smith 
; Kansas City Life agent at Kansas 
sty. The boys had been playing ten- 
is at the club. 


1C-LIA Ask Finance 
Pommittee To Clarify 
sogh Ambiguities 


“WASHINGTON—Endorsing the gen- 
fal principles behind the House- 
hn L. Gills »pproved Keogh individual retirement 
pil], American Life Convention and the 
~ When (gg ife Insurance Assn. have suggested 
Y in 1937, Baven amendments to the Senate fi- 
anager in tance committee. 
Chief among these recommended 
‘d Manager igmendments are one to include con- 
olis in 1QMracts issued by non-domestic life in- 
nager in 1§yrance companies and another to end 
Active in lifipubt as to the inclusion of certain 
he had seryeh, oup annuities and group permanent 
Assn. of Liffkpverage. 
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In addition to these two recommen- 
jations, the insurance associations 
ked the Senate committee to clari- 
the treatment of amounts paid for 
“"Wife insurance protection, clarify the 
“Preatment of pre-existing policies uti- 
fined as restricted retirement policies, 
novide for the assignment for policy 
ans of these retirement policies, pro- 
WHhide for the removal of policies from 
estricted retirement policy” status, 
| nd permit life companies to exclude 
Fifrom taxable income that income on 
BBrserves held for such retirement poli- 
cies. 
The bill, as passed by the House on 
March 16, contains major recommen- 
dations urged by the insurance asso- 
cations over a period of years. Al- 
pamphlet fifsough the Senate finance committee 
e. He serfs; completed its hearings on the bill, 
for two war the committee report is not expected 
1955, he Yalta be completed soon enough to assure 
al section Paction by this session of Congress. 
Le However, the bill will remain as pend- 
47, generging business in the next session begin- 
onal Life gring in January. 
Mountainsii 


N. J. afte {Peoples Of Washington 


general agel . 
n 1949 agMoves To New Home Office 


company § Peoples Life of Washington has 
moved into its new home office build- 
ing at 601 New Hampshire Avenue. 
e Georgia marble building has 115,- 
000 square feet of working space for 
250 home office employes. 
Company officers plan dedication of 
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sp odo. watt’ Duilding in the early fall. It is 
ation of tgesctibed as a “modern version of a 
eneral in federal style,” to harmonize with fed- 


eral ildi i es 
cath oem om government buildings in the cap 


Penn Muti 7, connection with completion of 


— ofMihe building, 235 Peoples Life sales 

: leaders held a double celebration in 
listrict magWashington, which also commemorated 
ypolitan Liffthe attainment of $73 million in ordi- 
nent. He walary sales in the year ending June 30. 
ager’s AsgSpeaker at the annual banquet at the 
. Louis Litatler Hotel was President William 
1 St. Logl. Leith. 
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uapikotf Drive Nets $2,191,350 
Life, die NEW YORK—The Bikoff agency of 
Hospital etna Life in its one-month summer 


ampaign wrote 138 cases for total 
Premiums of $28,833 representing $2,- 
‘ON, 15, 191,350 of ordinary business plus A&S 
ice-presi@and group premiums. The accomplish- 
s a resill' Ment was celebrated at an agency din- 
. He Wher. The agency now ranks 12th for 


drive Wifhe year among Aetna’s general agen- 
ch he Weties, e e 
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Conventions 


Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 1-4, National Insurance Assn., annual, 
Sherman Hotel, Chicago. 

Sept. 11-12, Southwest Management Confer- 
ence, Statler Hotel, Dallas. 

Sept. 20-23, National Fraternal Congress of 
iu annual Sheraton Hotel, Philadel- 
phia. 

Sept. 20-25, National Assn. of Life Underwrit- 
ers, annual, Bellevue-Stratford Hotel, Phila- 
delphia. 

Sept. 21, Fraternal Actuarial Assn., annual, 
Sheraton Hotel, Philadelphia. 

Sept. 27-30, International Claim Assn., annual, 
Americana Hotel, Miami Beach. 


Sept. 28-30, Life Office Management Assn., 
annual, Edgewater Beach Hotel, Chicago. 


Oct. 12-13, Conference of Actuaries in Public 
Practice, annual, Drake Hotel, Chicago. 


Oct. 12-16, American Life Convention, annual, 
Edgewater Beach Hotel, Chicago. 


Oct. 26-28, Life Advertisers Assn., 
Drake Hotel, Chicago. 


Oct. 28-30, Institute of Home Office Under- 
writers, annual, Statler Hotel, St. Louis. 


Oct. 29-31, Mid-West Management Conferenee, 
— t cna Lick Springs Hotel, French 
ick, Ind. 


Nov. 9-11, Society of Actuaries, annual, 
Greenbrier, White Sulphur Springs, W. Va. 


Nov. 9-13. LIAMA, annual, Queen Elizabeth 
Hotel, Montreal. 


Nov. 12-13, New York Life Underwriters Assn., 
fall delegate meeting, Sheraton Inn, Bing- 
hamton. 


Nov. 16-18, Health Insurance Assn., individual 
insurance forum, Biltmore Hotel, New York. 


Dec. 8, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 


Dec. 9-10, Life Insurance Assn. of America, 
annual, Waldorf-Astoria, New York. 


Dec. 27-30, American Assn. of Universitv 
Teachers Of Insurance, annual, Washington 
Hotel, Washington, D. A 


Internal Revenue Service 
Releases Proposed Rules 


For New Income Tax Law 


Proposed temporary rules relating 
to accounting methods, charitable de- 
ductions, etc., under subchapter L of 
Chapter 1 of the internal revenue code 
of 1954, as amended by the life insur- 
ance company income tax act, have 
been published by Internal Revenue 
Service in the Federal Register. 

A public hearing on the proposed 
regulations will be held Sept. 3 at 
10 a.m. in room 3313 of the Internal 
Revenue Building, Washington. 


annual 


Will Hold N. J. Rose Show 


In Colonial’s Home Office 

The fifth annual rose show spon- 
sored by North New Jersey Rose So- 
ciety, an affiliate of American Rose 
Society, will be held at Colonial Life’s 
home office building in East Orange, 
Sept. 19. More than 2,000 people at- 
tended last year’s exhibit at the Colo- 
nial Life building. 

Richard D. Nelson, Colonial’s exec- 
utive vice-president, is representing 
the company in handling arrange- 
ments with the show committee, and 
Mrs. Nelson will officiate at the rib- 
bon-cutting show opening ceremony. 


Texas GAs Hear Views On 


Industry Developments 

Recent developments in the life 
business were commented on by Maur- 
ice Carlson, president of Reliance 
L.&A., at the August meeting of Tyler 
(Tex.) General Agents & Managers 
Club. 

Mr. Carlson denounced the life 
company income tax act of 1959, and 
also the one-stop, across-the-board 
service concept as being fundamental- 
ly unsound inasmuch as it would prod- 
uce “jacks of all trades and masters 
of none.” He was also critical of the 
Supreme Court decision making vari- 
able annuity operations subject to Se- 
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curities & Exchange Commission regu- 
lation. He said he hoped “variable an- 
nuity advocates will think long and 
hard before placing the entire life in- 
surance industry in further jeopardy 
by continued advocacy of the variable ‘135 s, Lasalle St., Chicago, August 25, 1959 
annuity principle in association with Bid Asked 
life company operations.” $ $s 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
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Among many sales aids provided by the Equitable 
Life of Iowa are these Sales Kits covering four major 
needs. Each has been field-tested and proved for its 

effectiveness. The field associate who really uses 


these Sales Kits is a long way on the Right Road 
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Lite Agents’ Advantages In Incorporating 


FeNATIONAL UNDERWRITER 


(CONTINUED FROM PAGE 1) 


between “X” and his Corporation Y. 
The tax results following from this 
action are as follows: 


Sole proprietorship: Tax due 

“X” at applicable rates...... $20,300 
Incorporation 

Corporation Y ($25,000 

BOI cicwnacwsedossnts $7,500 

“XX” ($25,000 at 

applicable rates... .....s0+.s0+ $7,230 
CS ee rrr $14,730 
Federal income tax savings..... $5,570 


This is a substantial and annual tax 
savings. If an individual earns less 
than $50,000, the tax savings naturally 
decrease but are none the less sub- 
stantial and proportionate to the in- 
come earned. For example, if our 
hypothetical agent “X” has a net in- 
come of $30,000 and incorporates his 
agency, dividing the income between 
the two entities, there would be an 
income tax savings of $1,340 computed 
in the following manner: 

Sole proprietorship 
“X” ($30,000 taxable income 
at applicable rates....... $9,460 
Incorporation 
“X”’ ($15,000 at applicable 
rates) 
Corporation Y ($15,000 
BG TO) 6 n.nccueniescwa cer $4,500 
ee rr $8,120 
Federal income tax savings. .. .$1,340 

The government has been cognizant 
of these arithmetical differences, and 
the resultant tax savings, in incorpora- 
ting all or a portion of one’s income 
capacities. As a result, highly tech- 
nical and detailed provisions of the 
internal revenue code (known as the 
“personal holding company law”) im- 
pose severe tax penalties if an indivi- 


Tax due 


dual 
book.” 

That is, if a closely held corporation 
receives primarily dividend, royalty, 
interest, etc., income, and does not 
distribute same, the law provides for 
a tax of 75% on the first $2,000 of tax- 
able income and 85% on the taxable 
‘ncome over $2,000. In addition the 
internal revenue code has imposed 
similar penalties on corporations whose 
principal source of income has been the 
contractual services of one or more 
individuals. The cloud of these sections 
of the internal revenue code has always 
hovered over a service type business, 
with an insurance agency being one 
major illustration of a service type 
business. 


No Need For Detail 


It is not necessary, at this juncture, 
to analyze in detail to what extent 
this new revenue ruling allows insur- 
ance agents to “incorporate their pock- 
etbook.” It is sufficient to state that 
under most situations an insurance 
agent can now incorporate his business 
without any fear of it being classified 
as a “personal holding company,” with 
the concomitant tax disadvantages. 
Needless to say, the cited ruling and 
local law must be carefully examined 
prior to any change in the form of 
one’s business, since there are certain 
factual patterns that might still fall 
under the personal holding company 
law. 

This new ruling does illustrate and 
emphasize the need, and indeed man- 
datory requirement, that all business 
ventures should re-analyze their exist- 
ing structures, periodically, and par- 
ticularly when new law or interpreta- 
tions are promulgated that allow for 


“incorporates his own _ pocket- 
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new and substantial areas of tax sav- 
ings. 

Frequently an interest in tax sav- 
ings becomes all consuming and many 
other factors for and against a particu- 
lar course of action are not given suf- 
ficient consideration. For example, 
there are many advantages inherent in 
incorporating one’s agency even if 
one’s income does not reach the more 
lofty figures of $30,000 to $50,000. 
There are further important advant- 
ages such as possible estate tax sav- 
ings, personal life insurance programs 
being made available and the entire 
area of fringe benefits opened to an in- 
corporated agency and which are usu- 
ally not to an individual agent. 

The government has placed corpo- 
rate officer-stockholders in a favored 
position, when compared with active 
ownership in other taxable entities, in 
the area of fringe benefits. It should 
be borne in mind that an insurance 
man can have such fringe benefits as 
group insurance, health and accident 
plans, retirement programs, etc. avail- 
able for himself in the same manner 
as his insured, under certain forms of 
agency operations. 


More Non-Tax Benefits 


There are additional non-tax bene- 
fits in incorporating one’s agency. 
Some of these are insulation from tort 
liability, ability to perpetuate one’s 
business, ability to attract capable em- 
ployes through the vehicle of fringe 
benefits, and many other prestige fac- 
tors involved in carrying on the busi- 
ness of selling life insurance in the 
corporate form. 

It is true that a corporate vehicle 
has some disadvantages; in that it does 
not fulfill the need or requirement of 
every business. All the facts, both 
positive and negative, must be care- 
fully examined prior to forming a 
corporation. However it is clear that 
under certain circumstances insurance 
men are basically “missing the boat” in 
not directing their attention to the ad- 
vantages that the tax law as well as the 
business community has presented to 
them. 


Woodmen Of Omaha Aids 
Members With Lung Cancer 


Financial assistance to members who 
develop lung cancer is being made 
available by Woodmen of the World, 
Omaha, along with more liberal aid for 
members who become victims of flood, 
tornado and other disasters. As much as 
$1,000 may be paid on behalf of any 
member of one year or longer who de- 
velops lung cancer, and the maximum 
aid to disaster victims has been raised 
from $30 over a 3-month period to $100 
over a 12-month period. The assistance 
programs are free and are not part of 
an insurance policy. 


Blue Cross Up In Fla. 


Commissioner Larson of Florida has 
granted Blue Cross an average rate in- 
crease of 15.6% instead of the 20.7% 
rise requested. The changes will be ef- 
fective on group policies renewed after 
Oct. 1 and on non-group policies re- 
newed after Jan. 1, 1960. 


Southern Provident Life Has 
Excellent First Six Months 

Southern Provident Life’s assets 
during the first six months rose 13% to 
reach a company high of $1,233,730. 
During the same period, a net gain of 
more than $2 million in life in force 
was recorded, pushing the total past 
$40 million. 
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Ready ALC Pregranj fell 
For Annual Rally 3 


Basic plans for American Life Cond , 
vention’s annual meeting, to be he, Despite 
at the Edgewater Beach Hotel, Chie, we don 
go, Oct. 12-16, have been complete, which in 
The meeting will follow the trag Furth 
tional ALC pattern. Rolland E, Jpg} semse . ° 
president Union Mutual Life ang ayq hope £ 
president, is chairman of the progr} fidence 
committee. is she | 

One of the speakers announced 44 tt of t 
the general sessions is Commissione eg 
Hammel of Nevada, National Assn, 4 Dit- 
Insurance Commissioners _ preside; product 
Mr. Irish will preside over the gener, pleases v 
sessions and executive session and» pistrust. 
main in office until the conclusion , 
the five-day rally, when the new , ow 
ficer slate takes over. sented ir 

The separate program of the Leg and viev 
Agency, Combination Companies vincial 
Financial Sections are also past gimmick: 
formative stage. The Sections meg ‘he sligh 
during the ALC annual gathering, seq 2.3. st 
tion chairmen are: Legal—H. Haro 5° t 18” 
Leavey, vice-president, general coy YS throu! 
sel and secretary California-Weste connectes 
States Life; Agency—A. E. Wall, vied °O™P@DY 
president in charge of agencies Cot usted it 
federation Life; Combination Con) 4S 2” | 
panies—Glen J. Spahn, 2nd vice-pres ' US “ 
dent Metropolitan Life; Financig.| Prefer@> 
Perry S. Bower, vice-president anq °°MPARY 
treasurer Great-West Life. gee 

General sessions will be held th; local ea 
morning of October 14 and all day th about - 
15th. The Legal Section will meet if {tua * 
afternoon of October 12 and all thy ane 
next day. The Agency Section mee sensitive. 
all day the 13th; Combination Com dubious a 
panies holds its meeting at a luncheoy High Pric 
October 14, and the Financial Sectio , 
meets all day October 16. The _ Since ; 
executive session is scheduled for thy 2 “i 
afternoon of October 14. from 1 

Attendance is expected to near th have a ‘ 
all-time high of last year, which wa ao me 
about 1,200. : - pHs 
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Georgia International Life 
Starts With $7,492,500 


Georgia International Life is begin 
ning business with $7,492,500 of pai 
in capital and surplus. The money wa 
turned over last week to G. Al 
Lawton, president, by the managi 
underwriters of the stock sale. The 
participating underwriters sold 1,665, 
000 shares at $5 within 24 hours. Thi 
is believed to be the largest amount 
capital ever raised by a public st 
issue to start a new life company. 

Johnson, Lane, Space Corp. 
Robinson-Humphrey Co., both of Ai 
lanta, were managing underwrit 
First National Bank of Atlanta } 
transfer agent and Citizens & South 
ern National Bank of Atlanta is 
gistrar. 

Georgia International Life was 
censed July 1 in Georgia and h 
licenses pending in several neighbori 
states. 















Southwestern Life issued $148,514 
726 of new life during the first s] 
months. 
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many alternatives or ambiguities. 
Life Cy, Sonite our relatively good income, 
Ay we don’t consider it above average— 
©, Chieg shich indeed it is. 
‘om | J whic 2 
h Piet] “Further, my wife has a_ strong 
€ tradi of money deprivation, little 

sense 


E. Ir 
and Al 
> Prograr} 
unced fy 
IMissioney 
L Assn, ( 


hope for better days, and slight con- 
fidence in my earning potential. Nor 
is she optimistic about the general 
state of the economy. 

Are we poor prospects? Let’s probe 
a bit. We are vulnerable to the right 
product if the salesman’s approach 


Presiden: 

1e geners pleases us. 

n and pj Distrust Fast Talkers 

clusion We will listen if your story is pre- 


sented in terms that fit into our needs 
and view of the world. We are pro- 
yincial shoppers, distrust fast talkers, 
gimmicks, fancy presentations, and 
the slightest tinge of pressure. If you 
are a stranger we are on our guard. 
So it is important that you either meet 
us through friends or relatives, or are 
connected with a solidly established 
company, that is well-known and 
trusted in our neighborhood. 

As an agent you do well to come 
* to us referred by a trusted friend— 

preferably by several. Show us your 
company ads. Follow up on the career 
pooklets we have received from our 
local PTA or church club. Tell us 
about insurance in plain language. Be 
factual, scrupulously honest and talk 
our language. Don’t talk down—we’re 
sensitive. Don’t talk up either—we’re 
dubious and suspicious of novelty. 


High Priority For Savings 


Since savings have a high priority 
in our scheme of things, we set aside 
from 10 to 13% of our income, and 
have an open mind for a conservative 
investment. 

We want to know the guarantees 
of the contract if I live. My wife is 
concerned about her lot when I die. 
But we don’t like to talk about it. 
How, then, can you explain life insur- 
ance to us without making us feel un- 
easy? 

Don’t ask me what my _ family 
would do were I to die next week. 

I’m apt to freeze at the possibility, 
but I won’t mind your asking ‘What 
would your family live on for the next 
several years if you had died last 
‘| week? Since that obviously didn’t 
happen, I won’t mind talking about it 
4 and once comfortable in the subject we 
can talk about next week too. 

Don’t ask how much money we ex- 
J pect to save next year, but whether 
‘| we are satisfied and happy with what 
we saved last year. 

We have recently become more tax- 
conscious. Tell us life insurance pro- 
ceeds are exempt from federal income 
taxes; that they are exempt from in- 
come taxes and inheritance taxes in 
most states. 

We would like to hear that nearly 
all states have laws that protect pol- 
icy proceeds from claims by the in- 
sured’s creditors, that during the in- 
sured’s lifetime the cash values are 
also protected from claims of creditors 
in bankruptcy or attachment. 


“Pastel-Collar Market” 
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B Inflation concerns us, the new 
___'} “pastel-collar” market. Not because 

we understand it but because we hear 
—— | talk about it and read about it in the 
NG | paper, 

Give us frank and open answers 
treet, § about inflation. When we ask if life 
orgia, § Msurance in times like these is a good 
phon § investment, we want and deserve a 

800d answer. 
— 





LIFE INSURANCE EDITION 


Tells iow To Sell ‘Pastel-Collar Worker’ 


(CONTINUED FROM PAGE 2) 


It’s true that there are strong in- 
flationary forces today, but a very 
recent report of “Social Research Inc.” 
revealed that even after correction 
for inflation, since 1940 there has been 
an increase of over 60% in real wages 
in the group we are discussing. 


How Life Insurance Compares 


So how does life insurance compare 
with other investments both from a 
long-range or short viewpoint? 

Take for example a man of 35. If 
a year ago he had taken out a whole 
life policy and died last week (and 
you can point out how often this hap- 
pens), his family would receive 40 
times the money he had invested. If 
he died in the second year it would 
get 21 times the amount invested; in 
the fifth year, nine times; in the 19th 
year, five times. These are guaran- 
teed. I doubt even if a skeptical wife 
could possibly condemn an _ invest- 
ment with that kind of return. 

Point out that by actual count— 
of all death claims paid by New York 
Life last year (1958), the policyhold- 
ers insured under those policies had, 
through the payment of premiums, 
invested only 67% of the amount paid 
in claims. This fact certainly rocks 
the short-range inflation bug-a-boo 
to the very foundations. 


Inflation’s Long Range Problems 


Now, what about the long-range 
problem of inflation? 

History furnishes ammunition here. 
A chart showing wholesale prices 
over the past 150 years looks like a 
mountain range—a series of peaks and 
valleys representing successive periods 
of inflation and deflation. 

In this last 150 years there have 
been only four pronounced peaks— 
each following a war, the War of 
1812, the War between the States, 
World War I, World War II and its 
aftermaths, the Korean conflict and 
cold war. 

How can we be certain that the 
future will not follow the past, that 
the inflationary peak of today will not 
be followed by a deflationary valley 
tomorrow? 


Buy Term, Invest Difference? 


Now here’s an answer to another 
question that the “pastel-collar” 
worker may pose: “Should I buy term 
insurance and invest the difference?” 

Explain how a level premium on a 
permanent life insurance plan works. 
Point out that the alternative term 
insurance would be low while we are 
young and prohibitively high when we 
are older. 

Explain the investment aspect of 
life insurance. I will want to know at 
what rate I would have to invest this 
difference to have it equal exactly 
the amount at age 65 that I would 
have if I had invested in a whole life, 
cash-value policy. 

Another benefit we would like to 
hear about is the wide choice of set- 
tlement options available under the 
life policy. We would be interested 
that they include annuities which pro- 
vide definite incomes at guaranteed 
rates for a fixed number of years or 
for life. 

Emphasize that it takes about 2% 
times as much money in funds other 
than annuities to produce the same 
amount of income. 

The working man is well aware 
that with a separate investment plan 
it is all too easy to yield to temptation 
and omit payments now and then. He 
will be interested to learn, that should 


he, as the breadwinner, become to- 
tally disabled, New York Life will con- 
tinue his premium payments for him, 
if he has the waiver of premium 
benefit. 


A Profitable Clientele 


What is the future of this large, 
new, “pastel-collar” market? Can its 
members who become policyholders 
grow and develop into a profitable 
clientele? 

Yes! 

Many will 
themselves. 

Many will go to college, get into 
professions. With our new guaranteed 
insurability option—which makes it 
advantageous to continue as a New 
York Life client—an agent has a 
built-in provision for future business. 

These people, for the most part, 
work in business organizations that 
need group, EPP, and pension trust. 
Their employers are prime targets for 
sole proprietor, stock purchase and 
retirement plans and other business 
insurance needs. 

Above all if we do our job as agents 
right, in this group, they will appre- 
ciate our help, refer us to their 
friends and relatives—members also 
of this fine, fast-growing segment of 
our population that is upgrading itself 
into a preferred group for our match- 
less product. 


go into business for 


Receiver-Enjoinment Suit 


Filed Against Fraternals 

SALEM, ORE.—Attorney General 
Robert Y. Thornton has filed suit in 
Marion County circuit court against 11 
benevolent organizations for appoint- 
ment of receivers to take over the 
companies and enjoin the officers from 
further solicitation of membership and 
from drawing salaries. 

The organizations were divided into 
three groups with a case filed against 
each group. The first includes Bene- 
volent Order of Countrymen, Country- 
men Society, Independent Country- 
men and American Countrymen. 

The second includes Oregon Bene- 
volent Society, Western Benefit Socie- 
ty, Western Mutual Benefit Assn. 
and Western States Services. The 
final group includes Benevolent Order 
of America, United American and 
Pioneer Pacific. 

The suits charge the defendants with 
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offering an insurance plan to the pub- 
lic without regard to age or physical 
condition and specializing in solicita- 
tion of the aged, infirm, or otherwise 
uninsurable persons outside of govern- 
ment supervision or sound insurance 
practice. The organizations also are 
charged with abusing their corporate 
franchises, failing to qualify under any 
Oregon laws for the issuance of insur- 
ance policies on life, health or acci- 
dents to individuals. 

Further charge is made that while 
purporting in the conduct of their 
business to operate as fraternal bene- 
fit societies, multiple corporations have 
been formed with interlocking officials 
and with stock issuing schemes to 
evade the insurance laws of the state. 
Three weeks ago the Multnomah 
County grand jury gave the compa- 
nies a clean bill of health, which 
climaxed a three-week inquiry during 
which some 30 witnesses testified. 

Multnomah County district attor- 
ney’s office was asked to conduct the 
grand jury study by C. Dean Musser, 
Oregon insurance commissioner. Dis- 
satisfied with the grand jury deter- 
mination Mr. Musser turned the case 
over to the attorney general. The com- 
missioner sought action, as he be- 
lieved the companies lacked state con- 
trol over their financial activities. In 
its report the grand jury called atten- 
tion to this lack of control and urged 
the enactment of legislation placing 
the societies under state supervision. 


American National Gains 
47% In Force In First Half 


American National had record gains 
during the first half of 1959. Insurance 
in force rose to $216,302,623, up 47%; 
new paid sales were $550,975,524, up 
27%. Insurance in force reached $4,- 
727,189,051. The company also estab- 
lished 45 new ordinary agencies, 20 
industrial and 29 A&S, the expansion 
rate being double that for previous 
years. 


Missouri Agents’ Annual Oct. 22 

Missouri Assn. of Life Underwriters 
will hold its annual meeting and sales 
congress Oct. 22 at the Hotel Chase in 
St. Louis. So as not to interfere with 
the meeting, no other life organization 
meetings are scheduled in the state 
for October. 





underwriters. 





Mail this 


Coupon 


} Name 





Loans are available for you on your renewal com- 
missions—for additional working capital, for busi- 
ness expansion, for personal use. Prompt, efficient, 
confidential service, from the outstanding organiza- 
tion specializing in direct loans to life insurance 


Li‘e Underwriters Service Corporation 


- {life Underwriters Service Corp. 
Security Bldg., Denver 2, Colo. 


information, at no obligation to me. 





' am interested in your service. Please send furthe: 
0 Gen. Az. 





Keto KonYy 


pAddress. 





City 











{ 
| 
| 
| 
0 Agen: 
| 
| 
| 
| 
























































UNDERWRITE 
18 HeNATIONAL R August 29, 195 | Augu: 
dinner by the Life Underwriter Train- = . 
U. S. Treasurer, Palmer To Address NALU  inz'Councit Monday evening, Sept. 21. Gives Views On d 
eran 3. Convention attenders will join in ’ a =]: Ar | 
(CONTINUED FROM PAGE 1) a gala salute to the 50th state Wednes- Agent Ss Liability 
the state of the life insurance business tions will take place Saturday, Sept. day evening, Sept. 23. The host, the 7 a 
and of state supervision of insurance. 19. To date, 32 of them have accepted Philadelphia association, will sponsor For Fraud, Deceit it — 
Other convention events recently NALU’s invitation to participate. The a Hawaiian luau party for those at- i ris i 
announced include the following: chairman will be John Mathis, man- tending and their families at the Belle- | In view of the Knox-Anderson cag. inten a 
1. A “meet the NALU staff” presen- aging director of the Texas state as- vue-Stratford. This will be marked Now on appeal, in which a policyholg. naa ) 
tation will be a feature of the Asso- sociation. Working with him will be by original Hawaiian decorations and ¢F recovered a large award on bis the _ 
ciation Workshop, Wednesday, Sept. Jack White, Prudential, Los Angeles, flowers, typical tropical foods and allegation that the agent had misle | ¢mPIOy 
23. Members of the NALU, GAMC and chairman of the NALU committee on liquid refreshments, and traditional him in the sale of a bank-loan cage | this - 
LUTC headquarters staffs will discuss associations, and Ann _ Bickerton, South Seas music and dancing. Dress there is particular interest in some} merely 
various facets of association work and NALU’s director of field services. will be informal—preferably in the conclusions drawn by Allen M. Steele ingly * 
answer questions from the floor. It senda Subjects Given South Seas mode, and admission will general counsel of Life & Casualty, in | mee | 
will precede the Wednesday afternoon “S°n®® Subsecis Mave be by special tags that will be distrib- @ paper presented at the spring meg. | to the 
“briefing session” for all national, On the agenda are such subjects as uted to all convention registrants. ing of Assn. of Life Insurance Counse, type of 
state and local leaders of NALU’s communications, community service, _ Proc ae ee = = re off Lists Po 
fund-raising campaign to provide meetings, attendance, programs, legis- . . e agent's egal duties and liabilities 
money for the new headquarters build- lation and financial planning. The Pa. Bill Would Permit Insurance Mr. Steele said that with respect t) ae 
ing. executive secretaries will be NALU’s Companies To Invest In Business liability of the life agent for false rep. | ™8 
2. A conference of executive secre- guests at luncheon and dinner Sept. 19, Development Corporation Shares ee = a genera] i 
taries of the state and local associa- and will be honored at a reception and WARRISBURG—A bill to permit conciusions — ec enna pa 
insurance companies to invest in busi- Four Conclusions Listed from an 
W A N T A D Ss — gt on corporation shares 1. An action in fraud and deceit may the dep 
in Pennsylvania has been introduced pe sustained against the life agent if) any illu 
Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-incites. Licait— maa _ —— gg yoni sponsored he makes material fraudulent false) suende 
40 words per inch. Beadline 4 P.M. Friday of week before publication in Chicago offine— y Sen. William J. Lane of Washing- yepresentations relied upon by the jn.| new ins 
se sip : ton, Pa. and others, would allow in- d with ref to th ‘ay | 2 COMpE 
175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. westeeen’ ta sheuen of atte anh * sured with reference to the policy, : 
THE NATIONAL UNDERWRITER—LIFE EDITION t 3. False representations will be fraudy.| pemlun 
gional business development corpora- jent if they are knowingly false, or} settleme 
tions ie paige state ag The bill recklessly made without regard Anoth« 
pining Sn senate committee tryth or falsity, or even if not know.} ment th 
EXCEPTIONAL OPPORTUNITY FOR ' : ingly false or recklessly made, if they | renders 
m a are made under circumstances impos. § ‘atTied 
SUCCESSFUL MANAGER OF LARGE GROUP OFFICE SEC Gives Clearance For Stock ing a duty to know the truth. the prost 
TO BECOME HOME OFFICE DIRECTOR GROUP SALES Sale To Appalachian National Life 2. Where the representations dea] ages, SU 
Securities & Exchange Commission with matters connected with a policy would b 
Well established Group Department of eastern life insurance company | has given clearance to the registra- in which the agent has or should have ” — 
A A 4 oes : ; ‘ . .} from the 
operating in all states will consider man in late thirties with outstanding re Begg te — 7. page sil ee ae pel f 
. staee . ional Life, thus clearin e way for ’ 4 
record as manager of large Group Office or Region. This is a challenging sale of 806,667 shares = pol a $3 ing from the purchase of the policy dous cost 
opportunity to manage the Group Sales organization of this well-known | per share in the recently formed = the — = premiums thereon, > figu 
° ‘ one i the action will almost invariably lie J De necess: 
any. The best qualified men will be invited to Home Office for | Knoxville company. 1a ; 
er , q Appalachian National was sponsored Probably a majority of the more recent | Agents Ai 
interviews. by the Knoxville Chamber of Com- ¢@S¢S fall in this category. ; 
Our people know about this opening which was created by promotions. Replies will be merce’s industrial committee of 100, Intelligence A Factor pa 
: 2 m J The Mettonsl Und 5 the industrial and business develop- weeks ig 
treated confidentially. Send detailed résumé to Box “27, c/o e National Underwriter set mas ol iain 3. Where the false representations } its intent 
Company, 175 West Jackson Boulevard, Chicago 4, Illinois. iis : are made to a person who does not high cast 
' E i i i have bee 
Crow ‘ 7 have the intelligence or education to 
Prenat 98? — LéA readily determine the true facts from J commente 
IN SUR NCE Wanted Crown National Life of Indiana has plage ~ ng ——— ie 
A ; it wi a ta: 
ACTUARIAL MAN acquired United Security Life & Ac- pel i Regine cece result fre 
to aid in the operations and development of a cident of Kentucky. United Security 4. The cases in which false repre aren’t goir 
COMPTROLLER relatively new and growing Actuarial program was organized by 63 agents who had sentations are established, but in§ possible st 
f a highly respected company in the A&H planned on operating the company : ‘ : : 
> E if d id rine. field in Chicago. A young man be- themselves which the legal action thereon is ni} many hav 
Boe eee onecany ‘i aeeking’ @ man who {| tween 25 ond 35 of draft-erempt status with | - cece ahtuld ‘beve’ ben oo a 
p sf ; : ; sa o een no reliance e, fc 
has had experience as a Comptroller or ene Sarena fe Renee ee Reaches $250 Million In Force Mark py the insured b the insuredf that is b 
Assistant Comptroller of a life insurance |] 24 ambition, drive and een 86 'ane- Midwest Uni i i -é aoe re ae ge 
AS Ta ee ere t. should be familior {[ ttibute to and develop with the future growth idwestern United Life agents paid had the intelligence and education tof $100,000 p 
ke ~ pn po tae systems and pro- of this program. All replies will be held con- for $10,106,215 of new business in readily determine the true facts by} about $3,6 
wc cana: he saniedies to machine | fidential. July, which brought the total in force an examination of the application and] ranges thre 
processing. This position offers an oppor- Contact—Mr. Hill figure to more than $250 million. This policy, and the matters representedj for the bu 
tunity to grow with an expanding opera- Tele.: MOhawk 4-7100 WS eee eg” Company's 11th were not of a technical nature of} fist year's 
ye en a — a giving full ripe Chicago, Ill. anniversary Aug. 5. nature where special knowledge is re-}in 12 mor 
of education and past experience. re- ae ; — uired for the understanding thereof} looks lik 
. ° ° Or Write: Box H-80, c/o The National ° a2 q : 8 - ame 
plies will be kept confidential. adiountine Gos 408 W.. dacheon Mes. Crown Life Writings Up In U. S. and the insured is not induced to re-foutlay the 
Write Box J-39, Chicago 4, Ill. e New — ~~ in July by frain from making such examination, two years, 
‘ . rown Life in the U.S. amounted to or where there is reasonable delay in 
Nat t . z 
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icago 4, Illinois | age base policy, excluding term riders, — is due, the 
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| was $17,592 compared to $8,401 in eZ value and 
| Pacific National Life Assurance Co., Home Office 1958. Push On To Beat High the full pre 
San Francisco, California, seeks a few high- Be. . ‘ 
GROUP SALES calibre agents for expanding agency in Europe To Ad ° Cash Value Deadline be egguiage 
REPRESENTATIVE writing American military people. Top contracts o Address St. Louis Agents (CONTINUED FROM PAGE 1) panies and 
Excellent opportunity in Chicago for experienced | with fringe benefits. Openings in Germany, Eng- Attorney General John M. Dalton of sheets immediately, at all ages ($500-}*ven exces: 
group man to join Home Office sales staff of one | land, France, Italy, Spain and North Africa. Missouri will speak at the annual 000 retention). the Policy t 
of the leading group writing companies. Salary | Wonderful income tax advantages for those re- | kick-off breakfast Sept. 9 of St. Louis “If you don’t offer it, someone els} Y€at’s paym 
and —— xt Alene eva ay Bete | maining 18 months or longer. Financing avail- Life Underwriters Assn. at the Chase may. Call us for figures. Another € 
pension plan and other group benefits. Gi ! le. i ‘“ : 
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EEE EER UE eee ee Se eee school at Starved Rock Lodge, III. minute flood of business may forte §tided increa: 
the companies to withdraw this contrat'finsurance by 
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or came tro pare nenney ad pe pears Do you want @ mature; caaend aneuinan strong insurance background. Experience in life mum—$500,000 maximum. Still aval weumulation 
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remy f . com- Ii position? Write Box J-30, c/o The National Un- Write Ron Stever and Company aed ance 
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it doesn’t seem possible that the super- 
intendent of insurance will permit his 
intent to be so easily circumvented,” 
said Mr. Arden. “If nobody questions 
the department’s statutory authority to 
employ the expense limitation law in 
this way, regulation 39 could well be 
merely the first in a series of increas- 
ingly drastic commission squeezes 
aimed at coming as close as possible 
to the complete elimination of every 
type of financed insurance sale.” 


Lists Possible Moves 


One such move, Mr. Arden observed, 
might be to apply the expense margin 
squeeze not merely when a loan is 
obtained from the insurance company 
against a newly purchased policy but 
from any other source as well. Also, 
the department might specify that in 
any illustration involving a lapse or 
surrender, a comparison of old and 
new insurance would have to include 
a comparison of all features, such as 
premium waiver incontestable clause, 
settlement options, and the like. 

Another hobble might be a require- 
ment that comparisons involving sur- 
renders or lapses would have to be 
carried through from the present to 
the prospect’s life expectancy. At most 
ages, such long range projections 
would be impossible to obtain from 
the losing company and virtually so 
from the issuing company. Large ac- 
tuarial staffs maintained at tremen- 
dous cost would be needed to supply 
such figures in the volume that would 
be necessary. 


Agents Are Determined 


Regulation 39 was issued only a few 
weeks ago, yet ways of circumventing 
its intent by avoiding the use of either 
high cash values or company loans 
have been worked out, Mr. Arden 
cmmented. This isn’t surprising, he 
remarked, since so many agents have 
had a taste of the commissions that 
result from this type of sale and 
aren’t going to give up without every 
possible struggle to hang on to what 
many have made their sole sales ap- 
proach. 

Here, for example, is one system 
that is being used. A man buys a 
$100,000 policy with a premium of 
about $3,600 a year. The agent ar- 
ranges through a bank a personal loan 
for the buyer in the amount of the 
first year’s premium, to be paid back 
in 12 monthly installments. If this 
looks like a back-breaking monthly 
outlay the repayment is spread over 
two years. 


Pays Second Annual Premium 


When the second annual premium 
is due, there is usually enough cash 
value and dividend available to pay 
the full premium through a loan from 
the insurance company. In some com- 
panies and at certain ages there is 
fven excess loan value available in 
the policy to take care of the second 
year’s payments to the bank. 

Another effect of regulation 39 is 
foreseen by J. Milton Edelstein, Con- 
necticut Mutual, Chicago, chairman of 
the AALU legislative committee. Mr. 
Edelstein believes there will be a de- 
tided increase in the amount of term 
Msurance being sold, particularly to 
men in the middle income market who 
ae sold on the idea of investing the 
«cumulation portion of their estates 
N equities rather than in life insur- 
ance cash values. 
















A man in this position has been a 
$0od prospect for the minimum depos- 





Arden Predicts Even More Drastic Curbs 
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it plan but under regulation 39’s re- 
strictions many of such prospects shy 
away from it because of the need for 
a larger first-year outlay than is 
needed under the usual minimum de- 
posit plan, Mr. Edelstein pointed out. 
The term insurance policy is likely 
to look better for the short pull. 

Mr. Arden believes there will be 
some beneficial effects from regula- 
tion 39, despite certain disturbing re- 
sults. It will be helpful to the industry 
and to the buyer to know the year in 
which the dividend, under the fifth 
amendment option, will be insufficient 
to buy enough term insurance to main- 
tain the policy at its original face 
amount for the ensuing year. 


Reaffirms Revelation Provisions 


Another way in which the regula- 
tion should be helpful, he said, is in 
reaffirming the provision of the law 
calling for full revelation of informa- 
tion respecting existing and proposed 
insurance where a replacement is con- 
templated. The regulation puts the 
agent on notice that he had better be 
scrupulously careful in preparing an 
illustration involving a replacement 
proposal, or run the risk of being 
hauled up short by the department and 
perhaps made an example of. 

“At the same time,” said Mr. Arden, 
“the pressure for replacement due to 
new and highly attractive types of pol- 
icies and due to the desire to get from 
old policies money to invest in equities 
is going to increase markedly. Yet the 
department is obviously in no position 
to do the policing job that needs to be 
done. We need a self-policing system, 
acting with the department’s blessing 
and manned by men in the business 
whose function would be to screen 
complaints, investigate them and re- 
port to the department those that ap- 
pear to warrant disciplinary action. 
This plan was advocated by Harry 
Gutmann, agent of Mutual of New 
York here in New York City, in his 
acceptance speech as president of the 
New York State Assn. of Life Under- 
writers, and the Assn. of Advanced 
Life Underwriters is fully in sympathy 
with it. The time to set up such a sys- 
tem is now.” 


Comments On Dual 
Licensing For Funds 


(CONTINUED FROM PAGE 2) 
ly screened as any individual selling 
his services to the public today. 

The rather thorough beating of the 
mutual fund and life insurance bushes 
has stirred up so much dust that some 
of us fail to see matters clearly. Per- 
haps my definitions and my insight 
of the situation are somewhat foggy 
also but, as I view it, life insurance’s 
primary job is to provide funds to help 
wives, children, businesses and estates 
over some rather rough ground when 
an insured passes out of the picture. 
No other device has ever been thought 
up that does the job so quickly, so 
efficiently and at such comparatively 
little cost as the miracle of life insur- 
ance. 

It is of course discouraging to think 
that the dollar paid out by the life 
insurance company upon the death 
of the insured may not have the pur- 
chasing power of the premium dollar 
paid in, but that is not the fault of 
the life insurance company. Regard- 
less of the purchasing power of the 
benefit dollar, the estates of most in- 
sured persons welcome that dollar. 
Generally speaking, these dollars are 
rather quickly disbursed within a 
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few years after the insured’s death. 

An exception to this of course is 
where the beneficiaries receive the 
proceeds over a long period of years. 
Probably from this type of benefit 
originated the combination of life in- 
surance protection and annuity payout 
marketed by practically all life insur- 
ance companies under various names. 
In all these cases the insured, an- 
nuitant or beneficiary is subject to a 
long time effect of inflation or defla- 
tion and here the fluctuation of the 
dollar can certainly cause widespread 
hardship. Some of us in the insurance 
business, although we lament the 
plight of the passenger railroad train, 
the legitimate theater, the motion 
pictures, etc., feel that there is nothing 
that we can do about the situation. 
By the same token, in our own busi- 
ness, we’d better dry our tears and 
offer the public what they want, how 
they want it, and when they want it. 
No Forcing Of Fund Sal:s 


The Standard Life believes that its 
salesmen can do a better job of caring 
for the old age income and death bene- 
fit problems of th? public by equipping 
its salesmen with the tools necessary 
to give a 1959 answ2r to those prob- 
lems. The Standard Lif2 does not 
make any requir:ments cf any of our 
salesmen forcing them to sell advisers 
fund shares or the shares of any other 
mutual fund. By the seme token, we 
think it would b2 as ridiculous on our 
part to issue such a ukase as is the 
case when gentlemen heading up large 
and important life insurance compa- 
nies threaten to cancel the contracts 
of agents who enter into this field. It 
seems to me that such action makes 
the same forbidden fruit on the other 
side of the fence entirely too attrac- 
tive. 

For the same reason Standard Life 
has never forbidden any of its sales- 
men from ever selling the product of 
any other life insurance company and 
naturally that same idea would per- 
vade our mutual fund activities with- 
in the limitation of the law. The 
Standard Life is not sending up any 
skyrockets in connection with the sell- 
ing of mutual fund shares. If a sales- 
man or his company does not wish to 
engage in this field, needless to say it 
is not within the province of the 
Standard Life to make any objection. 
On the other hand, the Standard Life 
feels that this new field represents a 
modern, up-to-date concept of the in- 
herent responsibility of the life in- 
surance salesman. 


Great Southern Club 
Has 189 Qualifiers 


Responding to the challenge of the 
company’s golden anniversary year, 
189 representatives of Great Southern 
Life achieved personal production in 
excess of $250,000 to qualify for mem- 
bership in the Great Southern club 

Club members and their wives will 
attend the club’s 50th anniversary 
meeting Sept. 7-14 in Coronado, Cal. 
Agency managers and a group of home 
office officials will also attend. 

The combined total production of 
$90,707,865 was amased during the 
twelve month period ending June 30. 
Of the group, 74 qualified with indivi- 
dual production in eqcess of $500,000. 

Eleven salesmen exceeded $1 mil- 
lion: D. L. Myrick, Lake Charles, La.; 
Berne W. Wilkins, Phoenix; Perry W. 
Horine, Corpus Christi; Russell Glas- 
ser, Phoenix; John H. Fargason, Hous- 
ton; Toney Mucci, Houston; Herbert 
Bollfrass, Houston; Walter Luchau, 
Oklahoma City; C. C. Jones Jr., Hous- 
ton; Byron G. Dunn, Muskogee, Okla., 
and Samuel T. Ross, Beaumont, Tex. 
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Texas Legal Reserve 
Ofticials Meet, Elect 


(CONTINUED FROM PAGE 2) 
accrual accounting method under the 
new law. He explained that a loss 
cannot be carried back from 1958 to 
any prior year, but that a carry-for- 
ward to 1958 is permitted after the 
prior year’s income has been con- 
verted to conform to the new law. 

Stanley Schoenbaum, San Antonio 
attorney, discussed guideposts to de- 
termining what are company assets 
and how to arrive at their value. “In 
the case of real property,” he said, 
“It is implicit in the statutory defi- 
nition that original cost less deprecia- 
tion will not establish the value of an 
asset.” 

He also discussed the special pro- 
vision for taxing capital gains at the 
rate of 25% on the excess of net 
long-term capital gain over net short 
term capital loss. 

Everett R. Crilly of Lincoln Na- 
tional spoke on expenses and how they 
are to be taken into account under 
the new law. 

Penn J. Jackson, Texas board chair- 
man, and Paul A. Hammel, Nevada 
commissioner and president National 
Assn. of Insurance Commissioners, 
were the luncheon speakers. 
Emphasizes Progress 

Mr. Jackson, in a talk on “The 
Young Company at Home,” empha- 
sized the “significant progress made 
by the Texas industry and state regu- 
lation in the past two years,” as evi- 
denced by the absence of insolvencies. 
“We do not anticipate any further in- 
solvencies. We plan to catch them be- 
fore they happen,” he said. 

Commissioner Hammel, speaking on 
“The Young Company Away from 
Home,” gave step-by-step suggestions 
for companies wishing to expand into 
other states. He advised executives to 
“make sure the home state commis- 
sioner will vouch for you; study the 
insurance code and departmental reg- 
ulations of the state you wish to en- 
ter; obtain by mail forms for sub- 
mitting an application for admission; 
if making a personal visit, write for 
an appointment first; make sure com- 
pany representatives in the state you 
enter are persons of good character, 
and make sure the home office knows 
what is going on in the out-of-state 
operation.” 


Ways To Grow 


The final session was devoted to 
considering avenues to company 
growth. Irwin Solomon of New York 
City discussed mergers and consolida- 
tions, with emphasis on assessing cor- 
rectly the value of a business to be 
acquired. Ways in which direct mail 
may be utilized to gain insurance 
sales, particularly through leads for 
agents, was the subject of Virginia 
Parsons of Dallas. Reginald Snyder of 
Galveston talked on the importance 
to the agency force of a company 
management that is “sure of where 
it’s going” and is “obsessed with its 
goals.” 

Dallas was chosen as the 1960 con- 
vention site. 

Start Clearing Way For Annex 
Of Guardian Home Office 

Demolition of the building now oc- 
cupying the site of the proposed an- 
nex to Guardian Life’s home office 
in New York has been started. The new 
building will provide additional space 
of 75,000 square feet on three floors, 
with provision for the addition of four 
more floors when required. Construc- 
tion will begin in early 1960. 









































“and besides, sir, I'll be buying more of 
Provident Mutual’s ‘insured insurance’ when I'm 25, 28, 31, 34, 37,40...” 


Regardless of any change in insurability, young 
people of today (and somewhat older ones, too) 
can buy added Provident Mutual life insurance on 
specified future dates at standard rates. Yes—as 
much as $10,000 more at each option date without 
evidence of insurability ! The amount purchased is 


governed by the face amount of the basic policy. 

Brokers who are sales and service minded will 
want to investigate. So will agents whose com- 
panies don’t offer this modern insurability guar- 
antee—Provident Mutual’s Guaranteed Purchase 
Option. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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